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• Exclusive fabric designs, including patterns by Frank Lloyd Wright, 
* As quiet as a whisper in a library 


COLLECTION 
©2002 F.L.Wright PRESET POSITION 


FULLY OPEN 
Foundation 


All rights reserved 


Sivoia,, is available through window treatment dealers or by contacting your architect or interior designer. 
Visit www.lutron.com/ra1 


Call 1-877-2LUTRON ext. 503 


° ° 
SSivoia. кенет SSLUTRON 
shading solutions БУМИМСО.. 


residential architect / august 2002 


contents 


from the editor..page 13 


letters..page 15 


home front..page 20 
capital condos / from hotel to home / clear favorite 


perspective..page 26 


Cohousing: a pioneer’s collective consciousness. 


` practice..page 32 

yer Good insurance is still the best defense 
C against liability claims. 
cover stor y: 


no fear..page 44 


After years of designing and building lucrative 


market-rate abodes, David Furman chucks the 
big bucks to design affordable urban housing. 


by S. Claire Conroy 


lin from the fringe... раде s: 
| Not your father’s commune, cohousing is a viable 
alternative to me-generation sprawl. 


by Meghan Drueding 


doctor spec..page 58 


Elevators are an up-and-coming residential spec. 


architects’ choice... раде во 
City Architecture’s Michael Caito and Paul Volpe, AIA, 
tout their townhouse tips. 


new material..page 62 
Piping-hot products for your next project. 


off the shelf..page 64 
Stylish storage for kitchens and baths. 


end quote..page 72 
Moshe Safdie’s historic Habitat. 


residential architect 
design awards... `. 


Hometown hero David Furman, FAIA, builds high-design, low-cost i 

housing in downtown Charlotte, N.C. Above and cover photos by call for entries 

Mark Robert Halper. Turn to page 9 for information on how to enter residential architect s 
fourth annual design awards competition. 


residential architect / august 2002 


"| THOUGHT I KNEW EVERYTHING 
I WANTED IN MY NEW HOME. 
"THEN MY ARCHITECT INTRODUCED 
ME TO THE PERSONAL VALET: system’ 


HOME 


; Whirlpool SS 


THE INSIDE ADVANTAGE" 


www.insideadvantage.com 


PERSONAL VALET* CLOTHES VITALIZING SYSTEM. 
A REFRESHING IDEA FROM WHIRLPOOL CORPORATION. 


As a successful architect, you know today’s homebuyers want more: more time, 
more convenience and more value. Now you can give them more of all three with the new 
Personal Valet? system from Whirlpool. In about 30 minutes,’ they can get virtually any outfit 
ready to wear and smelling fresh with dramatically fewer wrinkles. The Personal Valet® system? 
can cut ironing time and reduce trips to the dry cleaners. And that is a refreshing idea. Built 
into the laundry area, bedroom or master closet, the Personal Valet® system is an upgrade that 
proves its value to consumers. Plus it gives you a real edge in meeting a client’s needs. 


The Personal Valet? system: one more convenience designed for today’s busy lifestyles. 


To find out how you can get The Inside Advantage,™ call Whirlpool at 800-253-3977. 


<=> 
Whi 


CORPORATION 


° 
@ 
Personal Valet 
CLOTHES VITALIZING SYSTEM 
Circle no. 360 
! RegularCare Cycle 
2 When used with Presiva? Clothes Care Formula. 


® Presiva is a registered trademark of The Procter & Gamble Company. 
Closet system courtesy of California Closets.” 


@ 2002 Whirlpool Corporation. All rights reserved. @ Registered trademark/ TM Trademark of Whirlpool, U.S.A. 


Wer у 1 
in this issue of 


residential 


architect 


Working as the exclusive reprint management firm for 
residential architect, PARS International can produce 
customized reprints for your company. 


Reprints from residential 
architect get results: Heather Osborne 
PARS International Corp. 
e Increase exposure for your at (212) 221-9595 ext. 333 
product or service. or email: heather@parsintl.com 
www.magreprints.com 
e Keep shareholders, employees 
and prospects up-to-date. 
e Provide credibility and 
unbiased information. 
е Make great sales tools for 
trade shows, mailings or media kits. 
e Provide valuable Web site content. 


For more information contact: 


tured 


residential 


a,chitect 


A HANLEY-WOOD PUBLICATION / AUGUST 2002 


S. Claire Conroy / Editor / 202.736.3312 / cconroy @hanley-wood.com 

Judy H. Neighbor / Art Director / 202.736.3331 / јпеівћьо @hanley-wood.com 
Melissa Worden / Managing Editor / 202.736.3442 / mworden@hanley-wood.com 
Meghan Drueding / Senior Editor / 202.736.3344 / mdruedin@hanley-wood.com 
Nigel F. Maynard / Senior Editor / 202.736.3438 / птаупага @hanley-wood.com 
Shelley D. Hutchins / Assistant Editor / 202.736.3407 / shutchins @hanley-wood.com 
Kay Engman / Assistant Art Director 

Maria Bishirjian / Senior Graphic Designer 

Catherine Underwood / Production Director 

Johanna Daproza / Production Manager 

Jamie Phillips / Ad Traffic Manager 

George Brown / Digital Imaging Manager 

Betty Kerwin / Digital Imaging Coordinator 

Fred Weisskopf / Digital Ad Coordinator 

Donna Heuberger / Circulation Manager 

Lucy Hansen / Marketing Director 

Michael Boyle / Publisher 

Peter M. Goldstone / President / Magazine Division 


Ron Kraft / Director of Magazine Operations 


Contributors 
Susan Bradford Barror / Vernon Mays / Cheryl Weber 


WA Published by Hanley-Wood, LLC 
Publisher of BUILDER, BUILDING PRODUCTS, CUSTOM HOME, HANLEY-Woop’s TOOLS OF THE TRADE, 
PROSALES, REMODELING, THE JOURNAL OF LIGHT CONSTRUCTION, and residential architect 


Michael M. Wood / Chief Executive Officer 

Frank Anton / President 

John M. Brannigan / Executive Vice President 
James D. Zielinski / Chief Financial Officer 
Frederick Moses / Chief Operating Officer 

John Dovi / Vice President / Finance 

Nick Cavnar / Vice President / Circulation and Data Development 
Jeff Fix / Vice President / Human Resources 

Joanne Harap / Vice President / Production 

Ann Seltz / Vice President / Marketing 

Kari Christianson / Business Systems Manager 
Aaron Packard / Director of Information Technology 


Editorial and Advertising Offices: 

One Thomas Circle, N.W., Suite 600 
Washington, DC 20005 

Phone 202.452.0800 / Fax 202.785.1974 


Volume 6, number 7. residential architect (ISSN 1093-359X) is published 9 times a year in 2002 by 
Hanley-Wood, LLC, One Thomas Circle, N.W., Suite 600, Washington, DC 20005. Copyright 2002 
by Hanley-Wood, LLC. Opinions expressed are those of the authors or persons quoted and not nec- 
essarily those of Hanley-Wood. Reproductions in whole or in part prohibited without prior written 
authorization. residential architect is sent free of charge to qualified readers involved in the residen- 
tial home design market. The publisher reserves the right to determine qualification criteria. Out-of- 
field subscription rates are: U.S., $39.95; U.S. students, $19.99; Canada and all other countries, 
US$49.95; airmail is additional. Single-copy price is $10.00. For subscription information write to: 
residential architect, P.O. Box 3241, Northbrook, IL 60065-3241. Subscriber customer service: 
888.269.8410 / Fax: 847.291.4816. Reprints: 212.221.9595, ext. 333. Periodicals postage paid at 
Washington, DC, and at additional mailing offices. Postmaster: Send address changes to: residential 
architect, P.O. Box 3241, Northbrook, IL 60065-3241. This issue mailed in regional editions. 


residential architect will occasionally write about companies in which its parent organization, 
Hanley-Wood, LLC, has an investment interest. When it does, the magazine will fully disclose 
that relationship. 


Privacy of mailing list: We rent our subscriber list to reputable companies. If you do not wish to 
receive promotional material from other companies, please call us, toll-free, at 888.269.8410. 


call for entries 


residential architect. 
design awards.. 


the fourth annual | an fern: 
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from the editor 


the dark side of urban renewal 


who can afford back-to-the-city prices? 


by s. claire conroy 


£ hat does 
^ f) your down- 
~ town look 
е like these 
days? In Washington, D.C., 
we've got an urban renewal 
boom going full blast. 
Areas that have languished 
in decay for 30 years are 
being transformed. New 
one-bedroom “loft” (a 
seeming oxymoron) арагі- 
ments are selling in the high 
$300,000s. And townhouse 
shells in need of total reha- 
bilitation are selling for 
$350,000 to $600,000 
“Bring your architect!” 
shout the real estate ads. 
These properties sell two 
days after the open house. 
That’s how long it takes for 
the escalation clauses on all 
the multiple offers to soar 
to their caps. Realtors price 
properties "attractively"— 
meaning the better side of 
plausible—and then watch 
them snap up for $50,000 
over asking. For the privi- 
lege of overpaying, buyers 
must present what's called 
a “clean contract,” one with 
no contingencies at all. No 
financial contingency; no 
buyer's home sale contin- 
gency; no bank appraisal; 
and—the greatest folly of 
them all—no home inspec- 
tion contingency. Unbeliev- 
able, but true. 


It's a crazy game, and it 
takes a lot of money. Despite 
stock market woes, people 
are still buying housing 
lickety-split, fueled by piles 
of equity in their current 
properties and rock-bottom 
mortgage interest rates. 
Even if they nab the home 
of their dreams, buyers are 
battered and bruised, dazed 
and confused. What just 
happened here? Realtors, 
builders, and developers 
can't believe their eyes. They 
muse, albeit quietly, about 
whether we're in a “bubble.” 

Well, who knows yet 
whether it's a bubble. But 
we do know it's a fever, 
one that feeds on itself. The 
demand for this close-in 
housing drives the price of 
unimproved property up, 
up, up. And then when it's 
renovated, subdivided, 
loftified, it must sell for top 
dollar to recoup the devel- 
oper/remodeler's invest- 
ment. Slick finishes in the 
kitchens and baths take 
care of the upscale market 
positioning, and the thing 
sells in a heartbeat. 

The result of all of this 
is that Washington looks a 
whole lot better. The hous- 
ing boom has brought with 
it plenty of snazzy support- 
ing retail. You can get a 
latte on nearly every street 
corner. Beneath the good 
looks, however, something 
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sinister lurks. None of 
this fine new housing is 
“affordable;” all of it is 
aimed at the “luxury” tier 
of the market. The “haves” 
have a great deal to cheer 
about; the “have-nots” have 
even less to call their own. 
People living on the mar- 
gin, and even those with 
decent incomes but no pre- 
vious homeownership to 
boost their buying power, 
are being pushed farther 
and farther out of the city. 
It’s such an intractable 
problem. How do you ask 
developers to leave money 
on the table, to turn those 
expensive, desirable infill 
lots into less-than-market- 
rate housing? Is it possible 
to have the pretty new 
buildings and make them 
more affordable? 


Mark Robert Halper 


That’s exactly what archi- 
tect David Furman, FAIA, is 
doing in his hometown of 
Charlotte, N.C. He couldn’t 
get any developer to build 
the kind of housing he had 
in mind—high-design, high- 
quality, but lower-cost apart- 
ments—so he sold his own 
home and went into business 
building them himself. It’s a 
mitzvah—a good deed—and 
we wish him great success. 
Now if only someone would 
step up to the plate here in 
Washington, D.C. га 


Questions or comments? 
Call me: 202.736.3312; 
write me: S. Claire Conroy, 
residential architect, 

One Thomas Circle, N.W., 
Suite 600, Washington, 
D.C. 20005; or e-mail me: 
cconroy @hanley-wood.com. 
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Tower Records Store NYC Samu residence Long island dance club 
Actual EarthFloor customers: flooring installations: Brazilian Cherry - Jatoba, Timeless Brazilian Cherry, and Ash Natural (left to right). 


EARTHFLOOR EXCLUSIVE: 


* 40% savings over local suppliers 
* Direct from our plants to акт r job sites 


...an exquisite hardwood floor crafted from * FSC certified domestic and exotic species 


500 year old logs, affordably priced. ет 10 Wide 


* 4-side micro-beveled or square edge 
жп у * 25-уеаг scratch-resistant warranty 
» * Hand-selected for color match Saar е еседо... 
414" or 7" wide board 
* Random length - 48" average 
* Semi-gloss finish for authenticity 


* 25-уед ar scratch-resistant warranty 


Contact us for samples and further assistance. 
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letters 


keep those cards, letters, and e-mails coming. 


blast from 
the past 
Ш picked up an old copy of 
residential architect 
(March 2001) at my 
health club in Washing- 
ton a few weeks ago and 
found the magazine quite 
interesting—in part because 
my wife and I are in the 
process of working with an 
architect to build a second 
home in southern Colorado. 
I was struck by the edi- 
torial you wrote in that 
issue (“The Not So Ugly 
House,” page 13) about 
small vs. large vs. ugly 
home design. I too have 
read Sarah Susanka’s 
books, Tracy Kidder’s 
book, and architectural 
magazines, with an eye 
toward designing a smaller 
house with distinctive 
detail and real livability. 
Our home in Washing- 
ton has about 2,500 
square feet, where three 
kids were reared. We'd 
like our second home to 
be no larger than 2,000 
square feet, but we have 
had a tough time persuad- 
ing our architect to follow 
suit. The trend, inevitably, 
seems to be toward build- 
ing bigger and grander. 
We finally limited the size 
by giving an absolute top 
limit on what we would 
spend, and we insisted 
that floor space should 
come second to good and 


innovative construction. 

In any event, I enjoyed 
your column for the food 
for thought it provided. I 
look forward to seeing 
future issues of your 
magazine. 


Stan Wellborn 
by e-mail 


gropius gripe 
hat prompts 
this letter is 
“From 
Bauhaus to 
His House” (“End Quote,” 
March, page 96) and its 
rather astonishing descrip- 
tion of the Gropius house, 
especially the part “Visit- 
ed by luminaries including 
Frank Lloyd Wright and 
Marcel Breuer ...” That is 
a rather curious statement 
since the house was done 
while Breuer and Gropius 
were partners. 

All people “in the 
know” can verify that the 
house was, for the most 
part, designed by Marcel 
Breuer. So, he didn’t visit 
the house—he designed it. 
I think the record should 
be corrected. It doesn’t 
have to say he designed it 
(which he did), but the 
record should show that it 
was at least a Gropius/ 
Breuer project. 


Herbert Beckhard, FAIA 
New York City 
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end quote 


from bauhaus to his house 


рор house, шешіп, mac, 1938 
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“who i built my first house in the ics.a.— which was ту 
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"all we have are many, many oral 


histories that suggest that gropius 


was the main designer of his house." 


Senior editor Meghan 
Drueding replies: Thank 
you for your letter regard- 
ing my March "End Quote" 
piece on Walter Gropius’ 
house, but none of my 
research supports your 
claim. Peter Gitelman, 
Director of Education for 
the Society for the Preser- 
vation of New England 
Antiquities (SPNEA), which 
owns and operates the 
house, says, "Breuer and 
Gropius were partners at 
the time, so it is natural to 
assume that each man pri- 
marily designed his own 
house with input from the 
other. Breuer undoubtedly 
had some influence—the 
vertical rafters off the porch 


are often attributed to 
him—but there is no smok- 
ing gun that confirms his 
involvement. All we have 
are many, many oral histo- 
ries that suggest that 
Gropius was the main 
designer of his house." 

Likewise, Joachim 
Driller's 2000 book Breuer 
Houses concludes that, 
though there has been much 
speculation on Breuer's 
involvement, no solid evi- 
dence exists. The SPNEA 
does acknowledge in a 
booklet about the house that 
Breuer designed much of 
the furniture in it, and I 
wish the space had been 
available for me to mention 
this and other details. 
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‘Improvements. 
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efor your customer. “for your compa пу. 


As a professional remodeler, custom builder or residential architect, The Remodelers’ Show is 
the complete industry event you need to succeed. With more than 350 exhibitors in over 
100,000 net square feet of exhibit space, you'll discover all the new products, resources 
and trends to keep your customers happy and your company competitive and profitable. 
The comprehensive conference program and NEW! demonstration workshops will give you 


the practical solutions you need for your business, marketing and technology challenges. — 1а 
For your customer and for your company, your success starts here—at Remodeling 
The Remodelers' Show. Market 
Not registered yet? Register online! EXHIBITS: Oct. 31 — Nov. 2, 2002 
www.RemodelersShow.com or call 800-681-6970 for more information. CONFERENCE: Oct. 30 — Nov. 2, 2002 


š Indiana Gonvention Center 
Register by September 30 and SAVE on conference packages! | Indianapolis, Indiana 
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Introduce your customers to a hot new flame this season— 
Intensity" from Heat-N-Glo, the most realistic gas fireplace 
available. When it comes to arousing the senses, Intensity 
will take your customers to a whole new level. It not only 
warms a room—it ignites the soul. But this pretty face has 
a practical side, too. With the distinction of its A.EU.E. 
rating, Intensity can be controlled by a thermostat and even 
channeled to heat other rooms. Although, considering its 
drop-dead gorgeous looks, this is one furnace you wont 
want to hide. So if you're looking for a new way to turn on 
customers, turn them on to Intensity. 


1-888-427-3973 (www.heatnglo.com ot www.fireplaces.com) 
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No one builds a better fire 
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А window, like a human face, has its own protile. Because we' 


From customized casing to a standard double hung, we build windows and doors to your exact MARVI М2 


specifications. Visit www.marvin.com or call 1-800-236-9690 (in Canada, 1-800-263-6161). indows and Doors 


©2002 Marvin Windows and Doors. All rights reserved. ®Registered trademark of Marvin Windows and Doors. Made for you. 
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home front 


tips and trends from the world of residential design 


capital gains 
a ashington, D.C., is 


undergoing an urban 


renaissance. Assorted 
prospectors are churning old, depressed 
housing stock into prettified single- 
family homes and condominiums and 
then selling them for top dollar. For the 
most part, this urban renewal avoids any 


design risks—only kitchens and their 
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Courtesy DiVISION ONE 


stainless steel finishes reflect any Mod- 
ern sensibilities. DiVISION ONE, a young 
Rockville, Md., firm, plans to change all 
that. “Our main goal is to bring contem- 


porary architecture into the city,” says 


www.residentialarchitect.com 


principal Ali Honarkar. 

He and partners Mustafa Ali 
Nouri and Craig Williams 
have already designed and 
developed a five-unit town- 
house development, Logan 
Heights, in the rapidly gentri- 
fying Shaw/Cardozo neighbor- 
hood about a mile from the 
White House. Since all three 
architects have construction 
experience, they served as 
their own general contractor, too. 

Instead of a mediocre rehash of the 
neighborhood's prevailing Federal style, 
these three-story rowhouses have boldly 
Modern painted-brick elevations jazzed 
up with light green, gray, and yellow 
EIFS panels and stainless steel railings. 
Open, light-filled floorplans include a 


mix of custom and off-the-shelf items: 


maple flooring, concrete countertops, and 


IKEA Kitchen cabinets. Prices start in the 
low $400,000s; one heavily upgraded 
unit sold for $670,000. 

The trio is betting that some of D.C s 
upwardly-mobile homebuyers harbor a 
pent-up desire for Modern design. Mean- 
while, they've used themselves as a test 
case-Honarker and his wife, Debi Fox, 


already have bought one of the units. 
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Photos: Debi Fox 


Washington, D.C.-area firm DiVISION ONE is 
shaking up the traditional design of our 
nation's capital. The mod Logan Heights row- 
houses take in sunlight through skylights, 
translucent glass, and open railings. 


DIVISION ONE has two more 
design/develop/build projects in the 
works—another townhouse cluster across 
the street from Logan Heights and an 
interior renovation of a brownstone in the 
city’s high-rent Dupont Circle area. 


—meghan drueding 
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hotel paradiso 


_ uests of Chicago's his- 
_ toric Blackstone Hotel 
~ will be able to linger a 

Е: little longer after the 
building finishes its conversion 
into high-priced condominiums. 
Designed in 1908 by Marshall & 
Fox, the ornate hotel will become 
best-address apartments priced at 
$3.4 to $8.5 million apiece. 
Chicago-based Lucien Lagrange 
Architects is designing the 4,000- 
to 7,000-square-foot units and 
restoring the hotel’s lavish Beaux- 
Arts exterior, lobby, and ballroom 
according to guidelines set by the 
National Register of Historic 
Places.—shelley d. hutchins 
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Courtesy Lucien Lagrange Architects 


The Dutch owners 
use the glass pavil- 
ion as a place to 
read, meditate, and 
enjoy uninterrupted 
views of the French 
countryside. Ineke 
Hans of Amster- 
dam designed the 
recycled plastic fur- 
niture, another 
new-age counter- 
part to the venera- 
ble limestone walls. 


Christian Richters 


clear favorite 


7 шей architect Dirk Jan Postel of Kraaijvanger-Urbis in Rotterdam 

— has been experimenting with laminated glass for years. Apparently 
_ practice makes perfect: His latest project, a vacation home for а 

зе” Dutch couple in the Burgundy region of France, won Grand Prize in 
the 2002 DuPont Benedictus Awards. 

Postel and his clients developed the idea for the project after discovering 
on the property a limestone abutment that served as an unused explosion 
chamber during World War II. They turned it into a kitchen, bath, and bed- 
room and topped the stone base with a laminated glass pavilion. Two of the 
panels support the entire weight of the two-ton cantilevered roof, made of 
stressed-skin timber. “The absence of all interfering elements is interesting. 
Each element highlights and strengthens the other,” said one judge. 

Postel explains, “Both the glass and the limestone keep their own merit 
this way. I like the impression of the glass cutting through the limestone, as if 
it doesn't end."—.d. 
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residential architect design awards: 
call for entries 

entry form and fee deadline: november 25 

completed entries deadline: january 7, 2003 


Our annual residential 
architect Design Awards 
program honors outstand- 
ing residential architec- 
ture in the following cate- 
gories: custom, renova- 
tion, multifamily, afford- 
able, production, 
kitchens, baths, and 
design details. A project 
of the year is selected 
from the category win- 
ners; all winning projects will be published in the May 
2003 issue of residential architect. Shown: 2002 proj- 
ect of the year. See page 9, call 202.736.3407, or visit 
www.residentialarchitect.com to receive an entry form. 


James West/J West Productions 


dbew design competition 
deadline: september 17 


Sponsored by Hannsem Corporation in Seoul, Korea, 
this year’s Design Beyond East & West competition 
highlights the theme, “Dual Income Single Child Fam- 
ily.” This open competition will award $42,000 to 
projects that incorporate social changes such as 
“smart” appliances, the kitchen as a gathering place, 
and creative spaces for children. For further details, 
visit www.hanssemcompe.com or e-mail 
compe Q hanssem.com. 


aia honor awards exhibit 
the octagon, washington, d.c. 
august 1—30 


View winners of the 
2002 AIA Honor 
Awards. Pho- 
tographs of the proj- 
ects will be accom- 
panied by comments 
from the jurors. 
Shown here is the Dayton House by Minneapolis- 
based Vincent James Associates, winner of the excel- 
lence in architecture award. Call 202.638.3105 for 
museum hours. 


© Scott Frances 
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american modern, 1925- 918 
design for a new age 

philbrook museum of art, tulsa, okla. 
august 25-november 10 


More than 150 objects—such as 
furniture, appliances, and even a bathroom sink— 
show the evolution of American industrial design 
between the world wars. Featured designers include 
Isamu Noguchi, Eliel Saarinen, Russel Wright, and 
Norman Bel Geddes, whose 1937 “Manhattan” cock- 
tail set is shown here. Visit www.philbrook.org or call 
918.749.7941 for museum hours. 


frank lloyd wright and the modern 
metropolis 

renaissance hotel, white plains, n.y. 

september 18—22 


The Frank Lloyd Wright Building Conservancy's 
annual conference focuses on Wright's ideas for 
reconstructing more organic and livable metropolitan 
regions. Herbert Muschamp, architecture critic for The 
New York Times, will give the keynote address. Call 
773.324.5600 or visit www.savewright.org to register. 


restoration & renovation 
convention center, cleveland 
october 10-12 


The annual conference and exhibition for professionals 
who restore, renovate, and recreate historic structures 
and their appurtenances will meet in Cleveland. For 
more information, call 800.982.6247 or visit 
www.restorationandrenovation.com. 


american housing conference 
renaissance hotel, chicago 
october 17—18 


Organized by BUILDER magazine, residential 
architect’s sister publication, this conference focuses 
on future market trends and demographics of housing 
consumers. For registration details, call 800.867.9018 
or visit www.hanley-wood.com/inperson/ahc. 


continuing exhibits 
Hungarian Ceramics from the Zsolnay Manufactory, 
1853-2001, through October 13, Bard Graduate Center, 
New York City, 212.501.3000. 

—shelley d. hutchins 
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| KitchenAid: : 


HOME APPLIANCES. 


THE INSIDE ADVANTAGE™ 


If you work hard to maintain a high 
level of respect, there’s something 
we want you to know. We do too. 
Like making sure that Whirlpool® 
and KitchenAid® brands continue 
to have some of the lowest service 
incidence rates in the industry. 
Sure, it'd be easier to not sweat 
such details. But that would hurt 
the value of our brands. It's a 
compromise that ultimately taints 
the reputations of the professionals 
who specify and install them. 
And that, we refuse to do. 


Whirlpool 


Ж CORPORATION 
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insideadvantage,net 
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Moral of the story: Our windows and doors will survive. Heat. Cold. Big, bad weather. Not a chance. Not against Integrity® 
Windows and Doors from Marvin. All of our Integrity products have a virtually indestructible exterior made of Ultrex®—a material much 


windows and doors stay square and 


more durable than vinyl. With Ultrex, these easy-to-install № “Ska, 


won't bend or warp. Which means no job-site hassles. And ІІ f ЖЕ since Ultrex stands up to the elements, 


you are protected from call backs as well. Moreover, Ultrex's - - | high insulating properties make 


Integrity products remarkably energy efficient. Enough, in fact, to earn an Energy Star qualification. But, brawn is nothing 


without beauty. So Integrity products also come with wood interiors you can stain or paint. And Ultrex s finish is paintable 


o match exterior colors, too. For your next job, look to Integrity from Marvin. With our complete line of products, including the new swinging 


E 
loor, you'll easily find what you need. And that, in our book, always leads to a happy ending. Integrity 


From Marvin 


Discover what we're made of, call 1-800-267-6941. In Canada, 1-800-263-6161. www.integritywindows.com Built to per form р 
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what it takes to make a village. 
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by kathryn mccamant 


"first came across 

| cohousing communities 
| аз an architecture stu- 
^ dent studying in Den- 
mark in 1980. It seemed 
such an obvious approach 
to housing that I assumed 
most American architects 
would already know about 
it. Т assumed wrong. 

There was nothing writ- 
ten in English about these 
new communities that com- 
bined the autonomy of pri- 
vate homes with the advan- 
tages of community living. 
Designed as planned-unit 
developments, cohousing 
communities cluster homes 
around extensive common 
facilities such as a kitchen 
and dining hall, sitting 
areas, children’s play 
rooms, guest rooms, and 
laundry facilities. Each 
home is self-sufficient with 
a complete kitchen, but 
common facilities and 
activities—particularly 
group dinners held several 
times a week—are an inte- 
gral part of daily life. 

The physical design of 
cohousing encourages a 
strong sense of community. 
Pedestrian-oriented site 
plans keep cars at the 
periphery and place play 
and garden spaces (people 
space) between the houses. 
Informal gathering spaces 


are defined by picnic 
tables and children’s play 
areas throughout the site. 
Kitchens face the common 
areas between homes, mak- 
ing it easy to keep an eye 
on the kids or nab a neigh- 
bor for a recipe. These fea- 
tures create a different feel 
from a neighborhood of 
cul-de-sacs and garages. 
Typically 12 to 40 units, 
cohousing developments 
establish intergenerational 
neighborhoods where 
everyone really does know 
your name. 

Several years after that 
first trip to Denmark, as my 
husband, architect Charles 
Durrett, and I pondered how 
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Opportunities for 
socializing abound in 
cohousing. This car- 
free walkway in а 
community designed 
by the author's firm 
creates a casual 
meeting spot for 
adults and a safe play 
area for children. 


© Robert Froio 


we would juggle careers 
and family, we kept think- 
ing of the Danish communi- 
ties we had seen. In 1984, 
we returned to Denmark to 
take a closer look. This trip 
eventually led to our book 
Cohousing: A Contempo- 
rary Approach to Housing 
Ourselves and the begin- 
ning of the North American 
cohousing movement. 


growth and 
change 

For a decade we have lived 
in a cohousing community 
ourselves: Doyle Street 
Cohousing in Emeryville, 
Calif. We celebrated its 10- 
year anniversary last week- 
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end, and the next day, we 
celebrated the groundbreak- 
ing for a new 30-unit com- 
munity just north of San 
Francisco. Sixty-eight com- 
pleted cohousing projects 
now span North America 
with another 150 in the 
planning stages. Cohousing 
is attracting middle-class 
families, singles, and seniors 
seeking a strong sense of 
community, shared facilities 
that complement private res- 
idences, and comfortable, 
energy-efficient homes. 

Our firm, The CoHous- 
ing Company (part of 
McCamant & Durrett 
Architects) has provided 

continued on page 28 
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“cohousing developments 


establish intergenerational 
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where everyone really 


design and development 
services for dozens of these 
communities (for an exam- 
ple of McCamant and Dur- 
rett's work, see page 57). 
Early on, we found that in 
order to have the opportuni- 
ty to design cohousing, we 
needed to learn how to mar- 
ket, develop, and finance it 
as well. We eventually 
became a full-service 
cohousing development 
company in addition to an 
architecture firm. 

One of defining charac- 
teristic of cohousing is 
active participation of future 
residents in the design and 
development of the commu- 
nity. Our firm involves resi- 
dents in the earliest stages 
through a series of design 
workshops, and we keep 
homebuyers updated by 
working closely with vari- 
ous committees. The home- 
buyers’ involvement helps 


neighborhoods 


blueprint for 
success 
Working with a group 
client requires a disciplined 
design process with explicit 
agreements about when 
input from the group is 
needed and when it is too 
late. As architects, we must 
have group facilitation 
skills and listen to the con- 
sensus of the group—not 
just hear the ideas we 
prefer. At the same time, 
participants want to hear 
our professional opinions. 
I consider it my job to 
challenge the participants 
to understand their options 
and the implications of 
their decisions—especially 
monetary choices. The 
professional team must 
continually set realistic 
expectations about the bud- 
get and building standards. 
The most important ini- 
tial input our firm can 
receive from a 
community is a 
clear program 
that establishes 
their design 
criteria and 
priorities. We 
seek maximum 
involvement 


them create a unifying voice 
during the entitlement 
process. It also helps them 
build a social community as 
we build the physical struc- 
tures. The buyers also are 
significant investors in the 
development partnership, 
which ties them to the 
financial success of the 
community and reduces the 
risk of producing a tradi- 
tional housing product. 


from our 
clients in the earliest pro- 
gramming and schematic 
design phases; then the pro- 
fessionals work out the 
details. Most of the commu- 
nity members we work with 
cannot afford custom 
homes. So, though we 
design custom neighbor- 
hoods, we must not let our 
clients slip into thinking that 
the customization extends to 
each individual unit. 


© Robert Froio 
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Periodic com- 
munity celebra- 
tions are an 
important part 
of cohousing. 
Here, residents 
of Doyle Street 
Cohousing (the 
author's home) 
in Emeryville, 
Calif., convene 
to share a meal. 


Courtesy The CoHousing Company 


I find that one of the 
most exciting aspects of a 
participatory design process 
is the ability to get direct 
market feedback on the 
tradeoffs people are willing 
to make. Homebuyer 
involvement has allowed 
our firm to use “green 
building” techniques, which 
would otherwise not be 
seen as marketable by spec- 
ulative developers. We find 
that cohousing residents are 
ready to give up attached 
garages for more usable, 
child-friendly outdoor 
areas, even in northern cli- 
mates like Michigan and 
Massachusetts. They value 
high-quality, energy-effi- 
cient heating and cooling 
systems and willingly 
increase house prices and 
forego air conditioning in 
order to include hydronic 
heat. They also will scale 
back the size of private 
homes to afford more com- 
munity facilities. 

Despite the growth of 
new cohousing across the 
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country, it is clearly a niche 
market. Few developers and 
homebuyers will invest the 
time in creating this type of 
housing, even with its many 
benefits. Nevertheless, 
much can be learned from 
these communities. Most of 
us need a balance of society 
and privacy in our lives. 
Incorporating some of 
cohousing’s community- 
oriented features into con- 
ventional housing will cre- 
ate more friendly places to 
live, to raise our children, 
and to grow old. 


Kathryn McCamant is a 
coauthor of Cohousing: A 
Contemporary Approach to 
Housing Ourselves (Berkeley, 
CA: Ten Speed Press, 1994.) 
She is also a founding princi- 
pal of the design and devel- 
opment firm The CoHousing 
Company, a division of 
McCamant & Durrett Archi- 
tects, in Berkeley, Calif. For 
more information contact The 
CoHousing Company at 
www.cohousingco.com. га 


WINDOWS THAT CREATE YOUR VISION 


When Architect John Fulton and 
Custom Home Builder Richard Farmer 
partnered to design and construct this 
6,800 square foot residence, they turned 
to Kolbe & Kolbe windows & doors to 
help create their vision. А strong focus 
on quality details was the key to 
creating this English Country style 
home. Details such as the authenticity 
of Kolbe & Kolbe's simulated divided 
lites, paired with the versatility of their 
extensive product lines, made Kolbe & 
Kolbe the clear choice. Kolbe & 
Kolbe windows & doors are built from 
your perspective and to your exact 
specifications. So when you're required 
to concentrate on the big picture, it's 


nice to know that Kolbe & Kolbe is 


focused on the details. 
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the best defense 


to protect yourself from liability claims, speak clearly and carry insurance. 
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by cheryl weber 


ш t’s the common theme 
in architects’ bad 
Í dreams, the stuff of 
7 tortured visions in the 
nieht. That vinyl wall cov- 
ering a developer used in 
your condo design becomes 
a breeding ground for viru- 
lent mold. А roof leak ruins 
a client's priceless painting. 
A crack appears in the 
foundation wall of a 
million-dollar home. 

When you're an architect, 
the possible scenarios for 


getting sued are omnipresent. 


And as one of life’s unpleas- 
antries, a spec or installation 
gone wrong ranks right up 
there with a house fire or a 
car accident. Not only can a 
claim cost thousands of 
dollars and damage your 
reputation, but the process of 
defending yourself disrupts 
your productivity and your 
peace of mind. 

Residential claims 
against small architecture 
firms are growing at a 
steady pace, especially 
among condominium proj- 
ects, according to a survey 
conducted by Victor O. 
Schinnerer & Company, an 
insurance firm in Chevy 
Chase, Md. Between 1996 
and 2000, the number of 
claims the company paid 
involving condo projects 
increased at an annual rate 


of 17 percent, compared to 
6 percent for all building 
projects. Even litigation 
involving townhouse and 
single-family home proj- 
ects, considered relatively 
trouble-free, increased 
annually by 15 percent. 
Think about your liabilities 
too much, and you might 
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start questioning the clients 
in your life, not to mention 
your creative freedom. 

Yet despite the wild cards 
inherent in residential design, 
there’s a lot you can do to 
protect yourself. Many archi- 
tects have figured out how to 
institute safeguards—through 
contract language, office 


David Plunkert 


checklists, and that ultimate 
preventative measure, man- 
aging clients—that let them 
sleep easier at night. 


piece of the rock 
Professional liability insur- 
ance, also called errors and 
omissions, is the funding 


continued on page 34 
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Architects, drywall contractors, " 

and builders or general contrac- | | 
tors in the United States and 
Canada are invited to submit their 
finest, most innovative gypsum 

» board projects from 2002 for 

A Consideration in the Excellence 

in Gypsum Board Design and 


[И Excellence 
МЕ . 
"uy in Gypsum 
— Board 
Design & 
Construction 


Call for Entries 2002 


Construction awards program. 
Large or small, residential or non- 
residential, all innovative designs 
are eligible to participate. 


Projects substantially completed 

by December 31, 2002, are eligible. 
One residential and one nonresi- 4 
dential project will be selected as 4 
winners. Top awards include К 


PRAISE, GLO $3,000 for each winning project — 
& 30 NEW FRIENDS | team. In addition, all qualified 
NAMED BENJAMIN, 1 entries will be displayed on the 


Gypsum Association's Web site. 


ae Тһе first 40 

— qualified entrants to 
— submit materials 
wi after January 1, 2002, 
т will receive 
$250! 


GYPSUM ASSOCIATION Circle no. 308 ЕТТІ > 


To obtain an entry form, visit us online аЛ ST {н.ш 202-289-5440. 
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source for the truly scary 
types of claims, those that 
can result in big money. And 
it’s expensive—not only in 
monthly premiums, but 
because you have to purchase 
it for the long term to keep 
from throwing your money 
away. “You have to have the 
insurance when you make the 
mistake and when the claim 
comes up nine years later,” 
says architect and attorney 
Charles Heuer, FAIA, of the 
Heuer Law Group based in 
Charlottesville, Va. How 
much should you buy? “How 
much can you afford?” 
responds Heuer, who also 
runs the AIA’s Legal Line 
(e-mail, legaline1 @aol.com). 
Some architects feel the 
threat of claims never goes 
away, even after they retire. 


Manhattan attorney David 
Pfeffer, LePatner & Associ- 
ates, says residential archi- 
tects typically purchase 
basic policies of $1 million 
or less. The cost of protec- 
tion diminishes as you go up 
from there, much like hav- 
ing an auto policy for 
$300,000 plus an umbrella 
policy for $1 million. The 
coverage architects buy, he 
says, should be in propor- 
tion to the dollar value of 
what they’re designing. It 
also should be based on past 
experiences and on the repu- 
tation of the contractors 
they’re dealing with. “Even 
on a small project, money 
can be eaten away quickly 
by defense costs, which 
come off the top of the poli- 
cy,” Pfeffer says. “If there's 


haunted houses 


^ ust when you've figured out how to avoid toxic clients, 

7 there's toxic mold to worry about. In the past two years, 

| high-profile cases have spurred a slew of mold claims 

I | from people who occupy a variety of buildings, from 

^ estate homes and condominiums to schools and public 
libraries. Last year The New York Times reported, for exam- 
ple, that one California lawyer is handling mold complaints 
for 1,000 clients who claim that the black slime growing 
behind drywall or in HVAC ducts has made them sick or 
lowered their property values. And in Texas, where the hot, 
wet climate is a breeding ground, mold claims have more 
than doubled between 2000 and 2001. Insurers, who pay a 
lot of money to settle such claims, hope it’s a short-term 
scare. But until it passes, architects should pay attention. 

Pathogenic or allergenic molds can grow when the 

spores encounter significant amounts of moisture. As lia- 
bilities go, it’s partly a design issue, partly a construction 
management issue, and partly a maintenance issue, says 
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Frank Musica, AIA, with the insurance group Victor O. 
Schinnerer Co. He advises approaching concerned clients 
with a positive, yet proactive attitude. “Let them know 
that mold is everywhere and there’s only so much you 
can do to keep it out,” he says. “Make sure they know 
you're looking into materials and designs that make the 
building weather-tight while letting it breathe.” On reno- 
vations, ask a worried owner to have the house tested 
before work begins to establish a baseline. And advise 
them it’s critical to select a knowledgeable contractor 
who will protect the materials and the jobsite during con- 
struction. It also might be prudent to issue a maintenance 
schedule to ensure that HVAC ducts are cleaned regularly. 

For most buildings, Elliott Elliott Norelius Architecture 
recommends air-exchange systems to bring fresh air into 
the house. “We do see mold as a concern for the future,” 
Matt Elliott, AIA, says. “As houses get built tighter and 
tighter; we can’t rely on people to open windows, especial- 
ly when it’s a second home, which can sit vacant for 
months at a time."—c.w. 


a delay in construction, the 
owner sues the contractor, 
and the contractor points a 
finger to the architect because 
of unclear drawings.” 

Heuer offers a telling 
perspective on the inner 
workings of a malpractice 
suit. On most claims, he 
says, the homeowner is 
unable to prove that the 
architect has made a serious 
technical error. In order for 
the plaintiff to win a settle- 
ment, your mistakes have to 
be in the category of gross 
negligence—you missed 
something big that nobody 
else would have missed. 
“So a homeowner, not 
familiar with all this stuff, 
has expectations that every- 
thing will be perfect,’ Heuer 
says. “The client gets bent 


out of shape and wants to 
bring a claim, and gets into 
court or arbitration, and is 
unable to prove a negligent 
mistake, but a lot of money 
gets spent on attorney fees. 

“The key point in liabili- 
ty protection,” he adds, “15 
that most claims against the 
architect have little or noth- 
ing to do with a technical 
error, and everything to do 
with communication 
errors—disappointed expec- 
tations. That’s why preven- 
tion is so important. Once 
somebody makes a claim, 
it’s big bucks. And for a 
small firm, that can be 
killing. Even if the insur- 
ance company is paying the 
money, there’s always a 
deductible.” 

continued on page 36 
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limiting your 
liability 

One way to reduce your lia- 
bility is to spread it around. 
Five years ago, the large 
Memphis firm Looney Ricks 
Kiss instituted a new policy 
to cut back its exposure. 
Unless the firm is hired for 
full services (as defined by 
the AIA’s The Architect’s 
Handbook of Professional 
Practice), which include 
overseeing construction and 
approving payment requests 
from contractors, the contract 
limits its liability to the total 
architectural fee. Since adopt- 
ing that policy, Carson 
Looney, FAIA, says only three 
clients have balked. One was a 
developer building 300 spec 
homes that wanted the firm to 
assume liability for all of 


them. “Tn the course of negoti- 
ations, if the client doesn’t like 
our terms, we'll offer to buy a 
project-specific insurance 
and put it into our bill?’ Looney 
says. “We get a quote, and they 
realize what the real issues are. 
If we’re paid to take respon- 
sibility, we'll cover it. But 
we can’t possibly be held 
responsible for things out- 
side our control.” 

The policy stands on cus- 
tom homes, too. While LRK 
still carries errors and omis- 
sions insurance, Looney 
says the contract clause 
keeps them from being 
brought into frivolous suits 
from owners who are sim- 
ply disgruntled. “If we have 
major issues where we’ve 
just been negligent, that’s a 
different story,” he says. 


” 


“We're responsible for it. 
When LRK’s market 
shifted to mixed-use proj- 
ects, it devised the same 
careful approach to condo- 
minium design, considered 
more of a magnet for law- 
suits. The firm requires the 
client to pay for a project- 
specific maintenance manu- 
al, like one they’d get with 
a new car, specifying the 
type and frequency of serv- 
ices that need to be per- 
formed. “Whether it’s 12 
units or 112, people moving 
into a condo have been told 
there’s no maintenance, and 
then they don’t recaulk 
around windows like you 
would on a single-family 
home,” Looney says. “Prob- 
lems start to show up, and 
they throw in a thousand 


bucks to hire an attorney.” 
Indeed, Looney has seen 
condo associations fail to 
require simple upkeep such 
as caulking and painting. 
When the owners take care 
of those things, he reasons, 
the only problems that sur- 
face will be real ones. The 
manual also defines accept- 
able conditions for various 
materials, such as the types 
of cracks that are common 
on poured-in-place con- 
crete. “Too many people 
think construction should 
be like a Mercedes in a 
showroom, but our homes 
haven’t been manufactured 
over and over again,” 
Looney says. “There are 
tolerances for the innate 
properties of materials.” 
continued on page 38 


An n Architects 
Guide to working 
with Slate 


America's best. 


Circle no. 295 
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eyes wide open 
Laura Montllor, АТА, 
Montllor Box Architects, 
Long Island, N.Y., is 
attuned to the tolerance lev- 
els of her clients, too. 
Rather than putting them on 
the defensive by asking 
them to sign an intimidating 
contract up front, she eases 
them into the work with a 
letter of agreement and a 
fixed fee that covers 
schematics. That approach 
buys time to build under- 
standing and trust before 
they commit to the big 
bucks and the B155 AIA 
contract she typically uses. 
“For residential work I 
think this is paramount,’ she 
says. “You have less risk 
because you’ve spent more 
time at the beginning work- 


ing things out with them. 
During schematics, I have 
quite a few meetings to 
explain what the construc- 
tion process is like, and I’m 
getting paid while educating 
them. For clients, it’s a dif- 
ference of committing to 
$2,000 versus $500,000. It’s 
a comfort level we’re provid- 
ing.” Before finalizing a con- 
tract, for example, Montllor 
has a chance to explain how 
project costs are developed, 
how market and economic 
variables affect the final bid, 
and that fee increases may 
result from design changes at 
the late stages of design 
development. 

Most disputes occur as a 
result of cost or schedule 
overruns, according to 
Pfeffer. He advises that in 


their contracts, architects 
should promise to adhere 
to a project schedule but 
state that they won’t be 
responsible for delays 
caused by others—clients, 
contractors, outside con- 
sultants. So it’s only logi- 
cal to cover yourself with a 
paper trail. “If a contractor 
is falling behind, the archi- 
tect should immediately 
write a letter to the client, 
CCing the contractor, 
relaying concerns that the 
contractor hasn’t reported 
to work for the last three 
days,” Pfeffer says. “Make 
sure the project team mem- 
bers are carrying adequate 
insurance policies, and that 
you have a written agree- 
ment with them specifying 
time and budget.” 


Elliott Elliott Norelius 
Architecture, Blue Hill, 
Maine, strives to avoid 
client sticker shock by 
being aggressive about cost 
issues. The architects won’t 
start designing until they’ve 
given clients a projected 
budget based on their wish 
list of spaces, making sure 
the clients’ financial means 
matches up with their pro- 
gram. “Almost all of our 
projects increase in scope, 
cost, and schedule, but we 
make sure that they take 
responsibility for adding 
that 2,000 square feet to the 
house, doing it in a con- 
scious way,” says Matt 
Elliott, AIA. “We tell clients 
we work them pretty hard 
and don’t make a lot of 
decisions for them, so that 
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in the end they understand 
how they got there.” Like 
LRK, Elliott Elliott Nore- 
lius’s contract limits the lia- 
bility on projects to the fee 
they’ve been paid. “The 
idea is that psychologically 
we're saying we're on 
board for this, but not this,” 
Elliott says, “and that we 
don't have a huge slush 
fund of insurance money 
out there." 

SALA Architects, Min- 
neapolis, favors the same 
straightforward approach. 
When it becomes clear that 
the cost will exceed the stat- 
ed budget because the pro- 
gram has grown, the firm 
makes sure the original budg- 
et is obliterated in everyone's 
minds. “We send out a letter 
getting them to sign off on 


an enlarged budget,” says 
Tim Fuller, ATA. “Our fee 
rises accordingly if we're 
working on a percentage-of- 
construction basis." 

An early collaboration 
with the builder, of course, 
is a classic way to reduce 
in-house cost-estimating 
errors. Ben Trogdon, AIA, 
Ben Trogdon Architects, 
Seattle, works through ini- 
tial schemes with contrac- 
tors who know the firm's 
work and design intent. “At 
the same time the client is 
interviewing the general 
contractor, we're asking for 
an educated guess on costs,” 
Trogdon says. "It's a way 
for a contractor to introduce 
himself to the client and 
offer preliminary numbers 
without working up a bid.” 


architect 

on board 

Ultimately, so much may 
depend on whether or not 
you're out there on the job 
site, being paid to observe 
what's going on. Pfeffer 
believes that master architects, 
traditionally, were heroes in 
clients' eyes be cause they 
delivered both quality work- 
manship and designs that 
matched their budgets. By 
contrast, when architects pro- 
vide design services with only 
limited construction involve- 
ment, they lose control over 
the contractor and the project 
costs. They're often unable to 
protect the client from con- 
tractor overcharges. And in the 
end, the client may lose confi- 
dence in the entire process. 
“The design profession has 


almost unilaterally handed 
their projects to construction 
managers and owners’ reps,” 
Pfeffer laments. 

Heuer agrees that getting 
paid to oversee construction is 
the best way to avoid being 
sucked into a lawsuit. Practi- 
cally, the strategy of refusing 
liability for construction errors 
that occur on someone else's 
watch works better for large 
firms like LRK than for small 
ones, he says. For example, if 
the contractor or the home- 
owner makes changes without 
an architect's knowledge, 
what happens when some- 
thing goes amiss and the con- 
tractor claims the drawings 
were wrong? For small firms, 
"the ostrich approach can be 
worse than being around,” 

continued on page 40 
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Heuer says. “You won't have 
the liability, but it’s proving it 
that’s the killer. If you’re 
there, you get paid, and you 
get to see what’s going on 
and prevent problems, thus 
protecting yourself?’ 


mind over matter 
As a way of staying out of 
court, most architects put 
supreme faith in their intu- 
ition and their ability to 
respond to clients—and 
rightly so. “Every job has 


technical problems,” Heuer 
says, “but the ones that 
result in claims have com- 
munication problems.” 
Washington, D.C., archi- 
tect Mark McInturff, FAIA, 
practices in a city full of 
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lawyers, yet he says not one 
of his 400-plus clients has 
ever lobbed a lawsuit. “If 
any issue comes up, we're 
all over it,” he explains. “It’s 
as simple as, if a roof leaks, 
be there within 20 minutes 
or less; it doesn't matter 
what time of day. If a client 
says there's something going 
on during construction that 
they don't like, be there right 
away. Any time you sense 
there's a problem, instant 
response is the best thing.” 
Recently, one of McIn- 
turff's former clients 
became skittish after read- 
ing a report about problems 
with EIFS. The architect 
hired an independent 
inspector to check for water 
damage on the house, which 
had been completed four 
years earlier. “We spent 
quite a bit of time with the 
people doing the inspec- 
tion," he says, “watching 
them the whole time, with- 
out charging the client." 
Cincinnati architect John 
Senhauser, FAIA, draws 
confidence from years of 
experience. His professional 
peace of mind depends, in 
part, on the new-client 
checklist his firm goes 
through to determine 
whether they want to or are 
capable of doing the project. 
He doesn't feel especially 
vulnerable. “We try to be 
prudent, but not to let the 
fear of liability drive the 
business," Senhauser says. 
“If I let it determine what it 
is we're doing from a 
design standpoint, our work 
would be pretty shallow." ra 


Cheryl Weber is a contributing 
writer in Severna Park, Md. 
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Conference Take-away 


| оп how consumers 
make decisions when purchasing 
new homes, existing homes or 
investing in a major remodeling 
project. This exclusive research 
by BUILDER and REMODELING 
magazines, in conjunction with 
the Joint Center for Housing 
Studies at Harvard, surveys why 
people buy new or existing vs 
remodel, how they select type 
and brand for various prod- 
ucts, what products they are 
likely to splurge on—and 
whether that investment was 
worth it. Plus, what new home 
characteristics are most impor- 
tant to them. And more.... 


Who Should Attend: 


* Senior managers of home 
building companies charged 
with driving growth in their 
organizations-fast! 


Builder material manufacturers 
to hear the latest trends in 
new home demographics and 
consumer research 


Conference Agenda 


2:00-2:15 p.m. 
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prepare before you talk to financial sources. 

5:15-6:15 p.m. Set up private sessions with leading lenders to 
explore your company’s ; options for growth. - 

6:30-7:30 p.m. 

8:00-9:15 a.m. Leading demographic and marketing consultants deliver 
new market data on growth markets—with practical tips to convert this data into actionable, 
_ profitable plans. 

9:15-10:30 a.m. Builders share inside information on how they sold their company to investors, 


10:30-10:45 a.m. 


their employees and bigger builders. 


10:45 a.m.-12:00 p.m. 


_ Builder Top 100 companies share their shopping lists of 
characteristics they look for in companies for sale. 


12:00-1:30 p.m. и A look at the new Census data and what it means to 
household formations and their effect on new home sales in the next decade. 

1:45-2:00 p.m. ` зак "4 а Pm =” | 

2:00-3:00 p.m. i : n Learn how to value your company-and increase its value-from the — 
industry's leading deal broker and a top accounting firm. 

3:00-4:00 p.m. 5 Leading investment bankers provide ‹ a first-hand guide to taking your 
company public. 

4:00 p.m. mE 


Agenda subject to change. 
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david furman is putting his home 
and his business on the line. 
and it feels great. 
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27 ou want something done 
{ right, you do it yourself. 
For years, David 

Furman, FAIA, has 

ad designed some very nice 
architecture. He's devised lots of 
attractive—even innovative— 
housing. And along the way, he's 
made many developers a lot of 
money. He's even tried his hand 
at doing the big development 
thing himself and was, to his ulti- 
mate chagrin, a success. The 
problem was, it was so easy to 
get sucked into building the hous- 
ing he no longer has the heart for: 
the luxurious, high-end stuff 
designed for the well-heeled. On 
the surface, the work looked 
sexy: urban apartments and town- 
houses swathed in granite and 
stainless steel. High-dollar infill 
sites, high-dollar flash, and high- 
dollar price tags. 

It's this kind of work that's 
passing for urban renewal right 
now. At first flush, it looks and 
feels great. Old, tired housing 
stock is replaced or reinvigorated. 
Scary storefronts and trash-filled 
parking lots disappear in favor of 
semi-mod loft apartments and 
rows of new townhouses designed 
along historicist lines. Maybe an 


old rental building is gutted and 
upgraded. A Starbuck's drops 
anchor, a new Rite Aid or a CVS 
comes in, and then, if you're real- 
ly lucky, a grocery store with 
health-food pretensions invests in 
this burgeoning new neighbor- 
hood. Voilà, you've got a full- 
fledged urban renaissance. 
Developers love it because 
they can churn one $500,000 
patch of land into multiple 
$500,000 condos—just add 
absolute-black granite counter- 
tops. Existing owners love it 
because they watch their proper- 
ty values soar. To most, this 
passes for progress. Urban blight 
and flight is transformed into 


s. claire conroy 


only ones affected. Increasingly, 
middle-class buyers find city 
doors closed to them as well. 
Real estate appreciation and 
gentrification is pricing all but 
the well-to-do out of desirable 
urban markets. 

Even with our troubled econo- 
my, this scenario is playing out in 
most major cities as developers 
look for maximum safety and 
maximum return on their invest- 
ment. It’s happening in David 
Furman’s hometown of Charlotte, 
N.C., and he wants to be part of 
the solution, not the problem. 
Three years ago, he extracted 
himself from the development 
company he started with partner 


Furman believes the best 
way to make city living 
more affordable is to make 
the units smaller. At 500 
square feet each, the Silo 
Lofts are compact, but an 
open plan and plenty of 
glass will make them live 
much larger. 


bustle, bounty, 
and bidding wars. 
It’s impressive 
and exciting for 
a select group: 
monied profes- 
sionals. For those 
who are barely 
scraping by, it’s 
another corner of 
the city they can 
no longer afford. 
And low-income 
buyers and 
renters aren’t the 
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Mark Robert Halper 


Furman has moved out 
of his townhouse in 
Charlotie’s upscale Myers 
Park neighborhood and 
into one of his condos 

at Gateway Lofts (above 


and right). 


Charlotie’s greatest hous- 
ing triumph is its First 
Ward makeover from 
blighted public projects to 
a lively mixed-income 
neighborhood. Furman’s 
8th and Alexander town- 
houses (below, left and 
right) are a linchpin in the 
masier plan. 
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Queens Road West, an 
upscale development of 22 
townhouses Furman built 
and lived in while part- 
nered with The Boulevard 
Company, has appreciated 
from an average price of 
$500,000 to nearly 
$900,000 in just five years. 


Tim Buchman Photography | 
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Rick Alexander & Associates 


Atherton Heights, another 
Boulevard Company 
project, pioneered 
Furman’s inverted floor 
plan townhouse. A bed- 
room/office is on the first 
level, public spaces on the 
second, and the master 
suite on the top. Roof 
decks grab a measure of 
private outdoor space. 


Chris Branch, The Boulevard 
Company, and started a new ven- 
ture, Boulevard Centro, dedicated 
to edgy, interesting, affordable 
urban infill housing. 

“Т am convinced you don’t do 
things forever,’ says Furman. 
Still, most people would like to 
try because for most, change is 
frightening. Changing your life 
while everything is going well is 
beyond many people’s wildest 
imaginations—not so for David 
Furman. To finance his new move 
and to bridge the gap caused by a 
project that hit a snag, he’s sell- 
ing his own home. It’s a town- 
house in a development he 
designed and built with The 
Boulevard Company. The devel- 
opment, on the edge of an 
upscale tree-lined residential 
neighborhood filled with some of 
the most expensive single-family 
homes in Charlotte, represents 
one of his old company’s biggest 
successes. “Queens West really 
put The Boulevard Company on 
the map. It was a corner site with 
topography that we managed to 
get rezoned for high density. We 
put 22 units on that lot— 
back-to-back interior housing.” 
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Securing that rezoning wasn’t 
easy. Homeowners in established 
neighborhoods rarely are happy 
to see a high-density project 
wedged into their green space. “It 
took 50 community meetings to 
get that project approved,” says 
Furman. “I despise having to do 
that sort of thing. I started the 
Centro thing so I can work where 
I’m wanted.” 

Nowadays, most 
neighborhood associ- 
ations are delighted 
to see Furman— 
known around town 


d 


$ 


for his high-quality, — if you ma! 


1 


high-design work— 
come in and rescue 
an eyesore site. That 
was certainly true of 
his Gateway Lofts project on 
West Trade Street, which he cur- 
rently calls home. Part of the 
larger Gateway Village complex 
that includes offices, retail, and 
rental apartments, the lofts gussy 
up the streetscape and hide a 
huge parking garage behind them. 
Priced in the $100,000s, the 
handsome units represent some of 
the most affordable residences in 
the development. The project hit 
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“people will trade 
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a construction snag that delayed 
opening and drained some of 
Furman’s resources. That’s part 
of why he’s occupying one of 
the units—and part of why his 
house is for sale. “The only prob- 
lem with development is risk,” 
says Furman. “but I don’t much 
mind risk.” 

Furman is also persona grata 
over on West 10th and North 
Smith streets, where 
he snapped up a lot 
barely big enough for 
a pick-up game of 
basketball and is 


ей breaking ground soon 


on a 32-unit loft proj- 

ect. The 5.400-square- 

foot site is adjacent to 

a flour-milling plant 
and its complex of grain eleva- 
tors. Instead of trying to hide the 
industrial view with his building, 
Furman’s design embraces the 
silos as an aesthetic amenity, one 
that lends both theme and charac- 
ter to his Silo Urban Lofts. 

By most condo standards the 
Silo units are tiny. At 500 square 
feet, they’re no bigger than a typi- 
cal studio apartment. But the 
wide-open units will have few 
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Rick Alexander & Associates 
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interior walls, 10-foot-high ceil- 
ings, and walls of glass looking 
out on a skyline view. Barbie 
doll-size kitchens will have just 
two-burner cooktops and over- 
head combination convection/ 
microwave ovens. Furman fig- 
ures young urbanites will eat out 
or bring home prepared meals, 
so why load up on commercial- 
style and -sized appliances? His 
main goal was to get 

the price to $100,000 “ine 

and under. It worked, 
and the project sold 
out last November. 
“With urban housing 
going gangbusters 
for the last few 
years, the only way 
you can make it 
more affordable— 
because land prices are more 
expensive and construction is 
more expensive—is to make it 
smaller,’ he explains. “People 
will trade space for proximity if 
you make it cool.” 

That’s what Furman wants to 
do in his new life: Make it 
affordable; make it cool. That’s 
why he left The Boulevard 
Company, which does fine urban 


and suburban residential work 
but does so at mostly market 
rates. Of course, he still needs to 
make a living for himself and 
others; therefore, he and his staff 
of 25 wear a number of hard 
hats: There’s Boulevard Centro, 
Furman’s new development com- 
pany; David Furman Architects, 
which designs all of Centro’s 
work; and The Housing Studio, 
which does design- 
for-hire work for big 
developers such as 
Post Properties and 
Summit Properties. 
He also has a real 
estate company to 
sell the property he 
develops. It’s called, 
appropriately, 
Runaway Train Real 
Estate Company. 

Wise-guy company names 
aside, Furman feels more in 
control these days because he’s 
doing what he wants to do, 
where he wants to do it. He’s 
reshaping his hometown in a 
way he believes everyone can 
live with. “I think we're moving 
toward being a brand,” he says. 
“If I started to cut back, it 
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would be on outside work. Га 
do smaller projects—ones that 
are easy to get financed, easy to 
get a handle on.” 

After more than 20 years of 
improving the quality and afford- 
ability of housing in Charlotte, 
Furman is already at the point of 
doing infill adjacent to his own 
infill work. And plenty of blanks 
remain in the city’s master plans 
to keep him busy for a good long 
time. “A lot of the success of our 
company is to due to the success 
of Charlotte. When Bank of 
America moved here, we became 
the number two banking town in 
the country.” 

That’s meant a runaway 
money train for many real estate 
prospectors in the market. But 
Furman wants to make sure 
there’s a place for bank tellers to 
live, not just bank vice presi- 
dents: “With Boulevard Centro, 
there are three sets of criteria: 
exclusively urban work, exclu- 
sively affordable, and exclusively 
more adventurous,” he says. “The 
move of urbanism is huge. The 
only thing that gets in its way is 
price. We want to rethink the way 
people live.” ra 


Risden McElroy 


The ultimate in affordable 
housing are single-room 
occupancy buildings, or 
SROs. Furman designed 
this one, a first for 
Charlotte, pro bono. 


Park West (below, left and 
center) won BUILDER mag- 
azine’s top award in 1999. 
The affordable townhous- 
es, which borrowed design 
cues from nearby bunga- 
lows, sold out in one 
weekend. Furman’s 
Housing Studio still 
designs market-rate hous- 
ing like Bayshore Parkside 
(below, right) for other 
developers. 


Tim Buchman Photography 
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Tim Buchman Photography 
Furman designed Uptown 
Place for Post Properties, 
an upscale urban infill 
developer. The mixed-use 
building in Charlotte's 
Fourth Ward contains 227 
apartments, shops, and 
restaurants. 


Skyline Terrace continues 
Furman's work in 
Charlotte's revitalized First 
Ward. The affordable 
“townlofts” take open plans 
to three levels, plus roof 
terraces. 
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EcoVillage Cohousing 
Cooperative 
Ithaca, N.Y. 


Trillium Hollow 
Portland, Ore. 


Bellingham Cohousing 
Bellingham, Wash. 


new urbanism but more aloof 
than communes, cohousing 
might just be the neighborhood 
of the future. 


by meghan drueding 


Several doctors and nurses, two lawyers, and a college professor live at 
Cantine’s Island, a 12-home development in Saugerties, N.Y. The 
attractive community of single-family houses designed by Belmont, 
Mass., architect Raym deRis features simple architectural forms and a 
thoughtful land plan. Residents share ties to the New York City area and 
an interest in living lightly on the land. The houses sold for an average 
price of $170,000 at the time of the project’s completion in 1998. 
While it may sound like a relatively mundane subdivision, Cantine’s 
Island is anything but a run-of-the-mill development. It is in fact a cut- 
ting-edge social experiment called cohousing. Contrary to misconcep- 
tions, this has nothing to do with tie-dyed T-shirts and cult-based 
Utopian cooperatives. “We prefer that the words ‘commune’ or ‘collec- 
tive’ never be brought up in relation to cohousing,” says Melissa Emery 
of Wonderland Hill Development Corporation, a leading developer of 
cohousing based in Boulder, Colo. *They're not what it is at all.” 


just the facts 

So what exactly is it, then? Architects Kathryn McCamant and Charles 
Durrett, whose 1988 book Cohousing: A Contemporary Approach to 
Housing Ourselves introduced the European concept of cohousing to 
North America, are the people to ask. They list six defining characteris- 
tics: A design process with resident participation, a neighborhood 
design that encourages social interaction, private homes with kitchens 
as well as common facilities with community kitchens and dining 
rooms, resident management of common areas, collective decision- 
making regarding community issues, and separate income sources for 
each household. 

Essentially, cohousing provides an option for people interested in 
greater community involvement than typical housing developments 
provide. While it shares some physical traits with New Urbanism, 
cohousing places a stronger emphasis on social structures than its more 
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conventional counterpart. “New 
Urbanism does claim to foster 
community by the way it arranges 
buildings, and I think that’s all 
right,” says Wayne Moody, a 
Tucson, Ariz., planner who helped 
design Milagro, a cohousing devel- 
opment currently under construc- 
tion in his hometown. “It works for 
the mainstream buyer, so it will be 
more popular. But if you’re talking 
about cutting-edge planning, I 
think cohousing is better.” 


social life 
The number of people who agree 
with Moody is growing. Before 
1995, eight cohousing communities 
existed in the United States. Now 
there are more than 50, and about 
100 new ones are in the works. 
Cohousing traditionally has been 
popular among single parents and 
older people, who especially appre- 
ciate the security of having neigh- 
bors they feel comfortable calling 
in emergencies. It also attracts 
those who live alone and those who 
work at home. “The workplace is 
the main social connection for 
many people,” says McCamant, 
who with Durrett runs architecture 
and development consulting firms 
in Berkeley, Calif. “In cohousing, 
you rebuild those connections that 
are lost when you work at home.” 
Demographic surveys point to 
rising numbers of all of these buyer 
types. U.S. Census data, for exam- 
ple, shows that the percentage of 
one- or two-person households rose 
from 46 percent in 1970 to 59 per- 
cent in 2000. And the U.S. Bureau 
of Labor Statistics reported in May 
2001 that 9.3 million people now 
work at home full-time. But demo- 
graphics alone aren’t powering the 
continued on page 54 
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Simple saltbox- 
inspired duplexes are 
equipped with deep 
roof overhangs to pro- 
vide shade and shelter 
from the weather. 


A curvy, pedestrian- 
only *main street" 
leads to the common 
house. Units are sited 
to enhance privacy. 
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a community garden, playground, and composting stations foster casual social opportunities among neighbors. 


Being kind to Mother 
Nature is integral to 
the culture at 
EcoVillage. The com- 
mon house (left) and 
some units are topped 
with wind turbines and 
solar collectors for a 
future hot-water heat- 
ing system. 


EcoVillage Cohousing Cooperative (EVCC) in Ithaca, N.Y., 
isn’t your everyday cohousing community. It has a cooperative 


ownership structure, which differs from the 
usual condominium or planned-unit develop- 
ment setup. It’s part of an umbrella organiza- 
tion, a nonprofit called the EcoVillage at 
Ithaca, which includes four more planned 
cohousing neighborhoods and an organic 
farm—all within the same 176-acre parcel. 
And its emphasis on sustainability is more pro- 


ered carports also shelter a woodworking 
shop and a recycling shed; more outdoor 
parking is included at the edge of the three- 
acre neighborhood. A community garden, 
playground, and composting stations foster 
casual social opportunities among neigh- 
bors, who range from families with young 
children to childless couples to retirees. 


project: 

EcoVillage Cohousing Cooperative, 
Ithaca, N.Y. 
architect/builder/development 
consultant: 

Housecraft Builders, Ithaca 
developer: 

EcoVillage Cohousing Cooperative, 
Ithaca 

unit size: 

922 to 1,642 square feet 

number of units: 


nounced than in many cohousing communities. In addition to keeping the size of the 30 
Despite its differences, EVCC provides a homes to a modest 922 to 1,642 square feet, site size: 
3 acres 


fine model for cohousing. The 15 duplexes, 
designed by architect Jerry Weisburd of 
Housecraft Builders, evoke traditional rural 
structures such as the New England saltbox. 
His wife and partner, planner Claudia 
Weisburd, Ph.D., staggered them along a 
meandering pedestrian street, siting each 
unit for maximum solar gain. 

The common house contains a central 
kitchen and dining room, play room, sitting 
room, office space, laundry and storage 
facilities, and multipurpose rooms. Two cov- 
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the residents incorporated ambitious envi- 
ronmental elements into the design. For 
example, underground pipes allow eight-unit 
clusters to share a hot-water heating system, 
which reduces the amount of natural gas 
burned. Cellulose insulation, dual piping for 
a future graywater recycling system, and 
high-efficiency triple-paned windows also 
contribute to sustainability. And because 
they often use the common kitchen, resi- 
dents opted for small, energy-saving ovens 
and refrigerators in their individual kitchens. 


construction cost 
(including common house): 
$100 per square foot 
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cohousing movement. The same 
desire for a strong sense of com- 
munity spurring the success of 
neo-traditional developments plays 
a significant factor in the spread of 
cohousing. "We've become so 
focused on autonomy and privacy. 
Some of us think we've gone too 
far to that extreme," says 
McCamant, echoing the sentiments 
of many cohousing advocates. 
"Extended families are getting 
more spread out. People are 
spending more hours commuting, 
which gives them less time to 
spend socializing." 

Residents of cohousing have 
their social time built into their 
days. A trip to the common parking 
lot or garage, a standard element in 
most of these projects, can lead to 
casual conversations with neigh- 
bors. Often, the common kitchen is 
used for shared dinners, cooked by 
a rotating list of volunteer residents. 
Other frequent functions for com- 
munity spaces include exercise 
rooms, guest apartments, tool 
sheds, music rooms, and libraries. 
The system is cost-effective and 
sustainable, since individual units 
don't have to be as large as they 
normally would to accommodate all 
of these activities. And instead of 
each resident owning a tool set to 
haul out once or twice a year, the 
group buys one for everyone to use. 


the long view 

Of course, sharing tools with 

dozens of other people (cohousing 

communities usually range from 

12 to 42 households) requires a 

certain level of trust among the 

community's members. Also, 

unplanned social meetings mean 

"alone time" might be harder to 
continued on page 56 
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Exterior photos: Courtesy Robertson Merryman Barnes Architects 
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A campus-like plan 
(right) places buildings 
along a pedestrian 
path and isolates park- 
ing away from 
dwellings (above). 
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Cost-effective materi- 
als such as cement- 
board siding and 
boldly colored paint 
enabled the project to 
meet its tight budget 
without sacrificing 
good looks. 


Portland, Ore., architect Linda Barnes, FAIA, and her clients made 
some tough choices when planning a site for the cohousing 


community Trillium Hollow. “The original 
concept was to have cottages and duplexes 
that would step up the hill,” she says. “It 
was lovely, but much more expensive than 
the group could afford.” 

So the community’s members—which 
include medical professionals, retirees, and 
several people who work at home—scaled 
back to a 28-unit multifamily building with 
underground parking. Barnes mitigated the 
building’s mass with a varied exterior color 
scheme, and she maximized light and fresh 
air in each 600- to 1,600-square-foot unit by 
arranging the complex around a central 
courtyard. She emphasized sight lines from 
each dwelling into the courtyard to help res- 
idents feel connected to their neighbors. 
“That's what making neighborhoods is all 
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about,” she says. “You have to separate peo- 
ple from their cars and allow them time and 
places to interact with other members of the 
community.” 

Leaving the two original buildings on the 
property intact was another cost-effective 
measure. One serves as the common house; 
the other holds an additional unit over a 
garage. Trillium Hollow’s development con- 
sultant, Chris ScottHanson of Cohousing 
Resources in Bainbridge Island, Wash., 
facilitated the project’s planning and con- 
struction schedule. “Cohousing can be very 
time-consuming for the people involved,” 
says Barnes. “But having a consultant to 
help with decisions makes the process 
smoother. When it’s done that way, I think 
cohousing makes a lot of sense.” 


Stephen Cridland 


In cohousing, sightlines from the units 
to the common areas encourage 

a sense of community. This home-office 
nook (above) overlooks Trillium Hollow’s 
courtyard. 


project: 

Trillium Hollow, Portland, Ore. 
architect: 

Robertson Merryman Barnes Architects, 
Portland 

builder: 

S.D. Deacon Corp., Portland 
developer: 

West Hills Planned Community, Portland 
development consultant: 
Cohousing Resources, 

Bainbridge Island, Wash. 

unit size: 

600 to 1,600 square feet 

number of units: 

29 

site size: 

3.7 acres 

construction cost: 

$78 per square foot 
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| Done right, cohousing 

I treads the line between 
| public and private with- 
i out stepping i 

toe. Bellin 


find in cohousing than elsewhere. | 
These factors may forestall cohous- 
ing from becoming a mass move- 
ment, at least here in the United 
States. It’s hard enough to convince 
people to abandon the privacy of 
their cars for public transportation, 
let alone to share community 
resources on a daily basis. 


However, those at the forefront of | 
the cohousing movement point to its j 


in a far-reaching way. “Cohousing is 
a great way to get market-rate hous- 
ing into pioneering city neighbor- 


| 
potential to influence communities j 
| 
| 


hoods,” says architect Peter Waller, | 
a principal at Pyatok Associates in | 
Oakland. “The homebuyers have | 


more confidence in their investment 
because they're not moving in there 
by themselves—they've got each 
other. It's becoming kind of like 
live-work units or artists’ lofts— 


developers are mentioning it in the | 
same breath as those housing types | 
as a way to attract people to city | 
neighborhoods.” | 


Jim Leach, the founder of 
Wonderland Hill Development, sees 
equal value in adding cohousing to 
neo-traditional communities, which 
he's done at Highland Gardens 
Village in Denver. “Cohousing has 
an important role to play as one of 
the more aggressive models of | 
community development,” he says. 
“Within a larger development, it 
can get a group of pro-active resi- 
dents together who can really plant 


the seed for public interaction | The Ориат 

h —— aa i Company's site plan 

icu. " У. | severs cars from hous- 
Cohousing may not be for all | ing and pushes them 

homebuyers, but it gives them a | to the perimeter. 

choice that's different from the | Walking paths weave 

other residential offerings out there. | throughout the town- 


| house clusters. 
In a world where the monotony of | 


tract development has become а 
fact of life, more choice is good j 
news for everyone. га | 
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{hydronic heat down by doing it for each building, rather than each individual unit.” —kathryn mecamant 


Bellingham Cohousing in Bellingham, Wash., came together 
through a process known as “streamlined development.” Pioneered 


by Boulder, Colo., developer Jim Leach, it 
entails hiring a developer or development 
consultant to line up an architect, builder, 
planner, and all the other professional assis- 
tance a cohousing group needs. “I don’t 
know if it’s actually streamlined,” says 
Leach, “but it’s more streamlined than when 
the people in the group try to do everything 
themselves.” 

His company, Wonderland Hill 
Development, selected husband-and-wife 
team Kathryn McCamant and Charles 
Durrett of The CoHousing Company in 
Berkeley, Calif., to create a 33-unit town- 
house project on a 5.8-acre former farm. 
McCamant and Durrett clustered the homes 
on the north side of the site, leaving two 
acres of wetlands untouched. They and the 
group opted to keep the original farmhouse 
on the site intact and transform it into a 
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common house. In addition to standard uses 
such as a community kitchen and dining 
room, the 4,800-square-foot house also con- 
tains an arts-and-crafts room, guest rooms, 
and a library complete with books, periodi- 
cals, videos, and CDs. 

McCamant and Durrett configured the 
site plan to save some existing trees. The 
parking spots around the northern perimeter 
of the project and the pedestrian paths that 
wind through it are paved with loose gravel 
to slow stormwater runoff. The group also 
was able to include a hydronic heating sys- 
tem, which is healthier for a home’s inhabi- 
tants but usually much more expensive than 
forced-air heat. “We kept the cost of the 
hydronic heat down by doing it for each 
building, rather than each individual unit,” 
says McCamant. “That’s the sort of thing 
you can do with cohousing.” 


In the community kitchen, commercial- 
style appliances and vast workspaces 
serve a real purpose: cooking meals for 
a restaurant-sized crowd. 


project: 

Bellingham Cohousing, 
Bellingham, Wash. 
architect: 


The CoHousing Company, Berkeley, Calif. 


builder: 


S.D. Deacon Corp., Portland, Ore. 


developer: 


Wonderland Hill Development Company, 


Boulder, Colo. 


development consultant: 


Cohousing Resources, 
Bainbridge Island, Wash. 
unit size: 

780 to 1,600 square feet 
number of units: 

33 

site size: 

5.8 acres 

construction cost: 
Withheld 
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elevators are an up-and-coming residential spec. 


by nigel f. maynard 


^ nce an oddity in 

| % residential аррПса- 
“wee” tions, elevators are 
gaining favor among archi- 
tects for their versatility in 
solving accessibility and 
design problems. A number 
of trends are responsible for 
lifting the humble elevator’s 
residential profile. For one, 
the aging baby-boom gener- 
ation will not likely go qui- 
etly to the old folks home. 
Boomers are going to want 
to age in place as long as 
possible, and elevators will 
help them do so. Additional- 
ly, the soaring cost of land 
means that, increasingly, 
building up is the most cost- 
efficient way to give Ameri- 
cans the square footage they 
crave. Elevators will make 
taller houses a more mar- 
ketable building type. And, 
of course, many people with 
disabilities have long relied 
on elevators to enable them 
to use all of their house— 
not just a single floor. 

Joe Coratola, a Bethesda, 
Md.-based architect, has 
included 10 elevators in the 
50 houses he designed last 
year. Architect Tom Ahman 
in University Park, Md., is 
using two in a 38,000- 
square-foot addition to a 
single-family home. And 
Paul Barbee of Barbee- 
Curran Elevator Co. in 
Rockville, Md., is consult- 


Courtesy Forms + Surfaces 


Forms + Surfaces' economical product doesn't look cheap with 
mahogany veneer, stainless steel, and clear anodized aluminum. 


ing on a 30-unit townhouse 
development in Reston, Va., 
where each five-level unit 
will have an elevator. 

“The market itself is 
growing rapidly,” confirms 
Scott Hollat, vice president 
and product manager for 
residential elevators at 
Matot in Bellwood, Ill. 
Although Matot is one of 
the smaller players in the 
market, the manufacturer 
sells about 450 residential 
units per year. 

Larger market demand 
has brought with it more 
choices—from the mecha- 
nisms that drive the elevator 
to the materials that clad 
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the interior. Prices vary 


depending on the number of 


stops the elevator must 
make and the opulence of 
its interior design. Modest 
units begin at $10,000, but 
some units are priced at 
$40,000 or more. 


inner workings 
Two types of drive systems 
operate residential eleva- 
tors: hydraulic and cable 
drum. Determining which is 
the superior choice for resi- 
dential applications depends 
on whom you ask. Barbee 
says a hydraulic unit— 
which starts slowly and 
speeds up—offers a more 


residential architect / august 2002 


commercial feel and is what 
people are more familiar 
with in an office building. 
Cable drum is slower and 
more constant, he says. 
Coratola specs hydraulic 
systems because he believes 
they provide a smoother 
ride, quicker response time, 
and quieter operation. Hol- 
lat, however, considers the 
cable-drum system more 
reliable. “[Hydraulic sys- 
tems] require more after- 
market maintenance once 
they are installed. Most of 
the time, homeowners neg- 
lect them, and they don’t 
get the maintenance they 
need,” he says. 

No matter which drive 
system you spec, the possi- 
bilities for interior finishes 
are seemingly limitless. 
Residential Elevators in 
Tallahassee, Fla., manufac- 
tures and distributes a cable- 
drum elevator, a hybrid 
self-start/self-stop version, 
and a roped-hydraulic unit. 
Unfinished birch is standard 
on all units, but etched glass, 
raised panels, and exotic 
hardwoods are available as 
alternatives, vice president 
Steve Hawley says. Stainless 
steel, brass, and other metals 
also are options. 

Inclinator in Harrisburg, 
Pa., offers a variety of ele- 
vators sized for virtually 
any project. They furnish 
prefinished hardwood or 
veneer raised and recessed 


panels, custom colors, and 
assorted styles of molding. 
Units also may be custom 
finished in the field. 

Cable-drum custom cabs 
from Appleton, Wis.-based 
Waupaca Elevator Co. con- 
tain raised and flat panels 
in several species of wood, 
national sales manager 
Susan Nicewander says. 
Other options include 
brushed or polished bronze, 
brushed brass, chrome, 
stainless steel finishes, and 
two types of gates. 

Cemcolift in Hatfield, 
Pa., makes three types of 
hydraulic-lift elevators that 
are built to order. In addi- 
tion to standard finishes, 
designers can choose from 
stainless steel and bronze 
metal. Fully automatic 
safety doors that open if 
they encounter an object 
also are available. 

If manufacturers’ cab fin- 
ishes are not slick enough 
for your clients’ tastes, 
Forms + Surfaces in Carpin- 
teria, Calif., provides a pre- 


Courtesy Inclinator 


Inclinator’s acrylic panels lessen the elevator 
compartments visual obtrusion. 


engineered interior system 
called CabForms. The easy- 
to-spec economical product 
(prices start at $5,000) looks 
like a custom interior sys- 
tem, says marketing manag- 
er Laura Camp. Just choose 
one of three systems—full- 
panel; stile, rail, and inset; 
or interlocking grid with 
eight standard configura- 
tions—and the company 
does all the take-offs, makes 
the components, and ships 
them out. 


elevation 
regulation 
Residential elevators abide 
by less stringent codes than 
commercial products, but 
the laws can't be ignored. 
"One thing you've got to 
remember is that you still 
have to deal with local codes 
with regard to rating the 
shaft walls and providing 
safety stops;" Joe Coratola 
says. “Some of the same 
issues you have with com- 
mercial elevators still apply.” 
Distributors are a valu- 
able resource. Many know 
the ins and outs of local 
codes and are especially 
adept at matching the eleva- 
tor to the client’s particular 
needs. “A lot of architects 
take the easy way out and 
simply download specs off 
of a Web site,” Barbee says. 
“This often leads to a unit 
that doesn’t fit the client.” 
Steve Hawley has wit- 
nessed how taking shortcuts 
can lead to errors. “Archi- 
tects often don’t make the 
cab large enough to accom- 
modate ADA compliance,” 
he says. “I have seen archi- 
tects’ plans that had inside 
dimensions of 48 by 48 


residential architect / august 2002 


the lift list 


-a few examples of conveyor purveyors 


Access Industries 


Grandview, Mo. 
800.925.3100 


: www.dreamelevator.com 


Acme Home Elevator 


Benicia, Calif. 
800.888.5267 
www.acmehomeelevator.com 


Cemcolift 


. Hatfield, Pa. 


215.703.0358 
www.cemcolift.com 


Concord Elevator Inc. 
Brampton, Ontario 

Canada 

800.661.5112 
www.concordelevator. сот 


Inclinator Со. of America 
Harrisburg, Pa. 

717.234.8065 
www.iticlinator.com 


Matot 


Bellwood, Ill. 
800.369.1070 
www.matot.com 


inches. You'll never maneu- 
ver a wheelchair in there." 

The solution to such an 
oversight is simple: See the 
distributor early. “I like to 
be involved in the design 
process so I can know exact- 
ly what the clients need and 
what kind of house they 
have,” Barbee says. 


fitting in 

Designing a new home to 
accommodate an elevator is 
easy, according to the 
experts. “All you are doing 
is stacking closets above 
one another,” Scott Hollat 
says. “It’s all stud and dry- 
wall construction.” The 
best place to put the eleva- 
tor, suggests Coratola, is 
adjacent to another vertical 


National Wheel-O-Vator 


Roanoke, Ш. 
800.968.5438 
www.wheelovator.com 


Otis Elevator Co. 


Farmington, Conn. 
800.441.6847 
www.otis.com 


Residential Elevators 


Tallahassee, Fla. 
800.832.2004 
www.residentialelevators.com 


Schumacher Elevator 
Company 


Denver, Iowa 
319.984.5676 
www.schumacherelevator.com 


ThyssenKrupp Elevator 


Memphis, Tenn. 
877.230.0303 
www.thyssenkruppelevator.com 


Waupaca Elevator 
Appleton, Wis. 
800.238.8739 
www.waupacaelevator.com 


element—the stair. 

Adding an elevator to a 
renovation, however, can be 
trickier. Architects often 
struggle with determining 
the right location for the 
unit. Coratola suggests plac- 
ing the elevator in the rear to 
coordinate with the existing 
house. “We try to integrate it 
with the facade and pick up 
some roofline,” he says. “We 
also put a deck around the 
shaft and use the deck to 
hide the pump room.” 

If you've never thought 
about these design issues 
before, chances are you'll 
have to think about them in 
the not-too-distant future. 
Residential elevators are, 
without a doubt, an up-and- 
coming spec. га 
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product picks from the pros. 


city 
architecture 


michael caito and paul volpe, aia 
cleveland 


urn’s glow 


k. 


Louis Poulsen’s Saturn light fixture is a 
favorite of City Architecture, especially 
for porch ceilings on townhouses. “It’s 
contemporary, gives off a great light, and 
creates a tremendous streetscape,” says 
principal Paul Volpe. The product has a 
10.6-inch flat-steel reflector ring and a 
clear- or opal-glass enclosure. It comes in 
8.3- or 9.3-inch lengths and in white, 
stainless steel, or hot-dipped galvanized 
finishes. Louis Poulsen Lighting, 
954.349.2525; www.louispoulsen.com. 


a to zinc 


Rheinzink is a durable, low-maintenance roofing and wall-cladding 
material made of zinc, copper, and titanium. City Architecture uses it 
for custom interior applications but also specs it on the canopies of 
contemporary townhouse projects. “It’s a great metal because it’s real 
dull and dark but finishes to a great patina,’ says Volpe. It’s offered in 
a bright or blue-gray preweathered format and in various styles, 
including corrugated and perforated panels, tiles, sheets, and rolls. 


Rheinzink, 604.291.8171; www.rheinzink.com. 


—nigel f. maynard 
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THE PEAK OF 
PERFECTION 


The New Pinnacle 
Series Line of Wood 
Windows & Doors 


For ultimate quality and outstanding 
value, set your sights on the Pinnacle 
Series of wood windows & patio 
doors from Windsor Windows & 
Doors. Re-engineered for peak 
performance, long lasting durability, 
and beauty, Pinnacle wood windows 
& patio doors soar above the rest. 


Excellent Performance Ratings 


Extruded Aluminum Sash & Frame 


Re-glazeable Sash 
Dual Sealed Glass 
Easy To Operate & Maintain 


me 


mM ET 


IE detect. mme uem 255 


Available in a Variety of Standard 
& Custom Shapes & Colors 


Guide your customers to the 
top-of-the-line windows for 
their top-of-the-line homes. 
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д WINDOWS & DOORS % 


PINNACLE 


800-887-01 | | 


www.windsorwindows.com 
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new material 


pipine-hot products for your next project. 


blue streak 


Sydney Blue floor- 
ing is harvested 
from Eucalyptus 
trees that yield 
wood with a Janka 
hardness rating of 
2023 (red oak, by 
contrast, is 1510). 
The higher rating 
means the product 
will stand up 
especially well to 
everyday foot 
traffic, says Kristy 
Mayers of Boral 
Timber, an Australian company with U.S. offices 
8 a — in Novato, Calif. The Australiana grade shown 
french revolution here has an extra dose of natural features, includ- 


ing spirals, burls, and insect marks. Standard 
Designed for commercial, institutional, and multifamily applications, the dimensions are 3% inches wide by 4 feet long. A 


Starck 3 collection is the first designer line for the commercial-construction 5¥-inch width and classic (less figured) grade also 
sector, says Duluth, Ga.-based Duravit. The collection, by renowned are available. Boral Timber, 800.267.2560; 
designer Philippe Starck, includes affordable shower trays, bathtubs, 
pedestal sinks, washbasins, toilets, and bidets. Duravit says features such as 
built-in basins and shorter-projection toilet bowls and bidets offer design 
solutions for architects. Duravit, 888. DURAVIT; www.duravit.com. 


www.boraltimber.com. 


personal touch 


The built-in look for appliances is red hot, but design possibilities don't 
stop at the refrigerator door. Newton, Iowa-based Jenn-Air introduces a 


side-by-side refrigerator that can be customized inside and out. Available 


in 42- or 48-inch versions, the Luxury Series offers two modular design 
choices and a variety of mix-and-match interior components, including 


tilt-down bins and their line of A La Carte storage drawers and Elevator 


shelves. The units are available in stainless steel or with a custom front 


panel. Jenn-Air, 800.536.6247; www.jennair.com. 


is м —nigel f. таупата 
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Wind. Sun. Construction rigors. Nothing stands 
up to them better than Typar® HouseWrap. 
Its unsurpassed strength means it won't rip, tear 
or degrade. When used with Typar Construction 
Tape, Тураг HouseWrap stops airflow through 
construction gaps; cracks! and holes. And only 
Typar HouseWrap is unconditionally guaranteed 
for better air hold-out as well as UV stability, tear 
resistance and moisture vapor transmission. 

_ So install the wrap that wont let you down- 


during and after installation. 


T "par HouseWrap. 


THE BETTER BALANCED HOUSEWRAP. 


all PRT Ty =й ; 


For your free copy of the Typar specifications gu. 
and installation CD, call 1.800.321.6271. 


Or visit www.reemay.com 
or email housewrap@reemay.com. 


WHEN WAS THE LAST TIME 
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O 2000 BBA NONWOVENS 


off the shelf 


the well-dressed cabinet 


stylish storage for kitchens and baths. 


mood indigo 


In the Mood bathroom furniture 
builds on a theme of 14-inch squares 
arranged in horizontal or vertical 
rows. Optional interior lighting illu- 
minates transparent blue, orange, or 
white glass panels, framed in alu- 
minum, light maple, or white wood. 
Options include sideboards of various 
Í depths and widths, tall cabinets, vani- 
e чинин m 4 ty units, low cabinets, rolling contain- 
ers, and medicine cabinets. АП come 
with scratch-proof glass. Duravit, 
888.DURAVIT; www.duravit.com. 


mod quad 

Inspired by Arts & Crafts design, 
the Time series of kitchen cabinets 
combines a period look of cubes 


and rectangles with today's taste for 


angular lines and modern materials. 
L T | 
unified front 
The Wing cabinet commands attention with a 
Plexiglas-backed, perforated steel door that opens 
and stops in any position. Soft interior lighting 
permeates clear glass shelves and produces glow- 
ing pinholes when the door is closed. Natural 
beech, cherry, maple, walnut, mahogany, and 
wenge veneers are offered, as well as a great vari- 
ety of colored lacquers. All finishes come in high 
gloss or matte. Custom widths range from 394 to 


59 inches. Studio Becker, 510.865.1616; 
www.studiobecker.com. 


Recessed toekicks add a touch of 


elegance. Oak and cherry finishes 
and a complete palette of embossed 
lacquers are available. Varenna by 


Poliform, 877. VARENNA; 


www.varenna.com. 
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maple delight 


Solid maple construction, 
stainless steel hardware, 
and pinhead-glass door 
panels characterize the 
City furniture group. The 
vanity accommodates a 
vessel or drop-in sink 
and can be topped with 
wood or frosted glass. 
Additional pieces include 
a linen cabinet, wall 
cabinet with towel bars, 
and mirror. Firma Bath 
Furniture, 905.851.5552. 
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white light 


The latest kitchen collection from high- 
end cabinetmaker Poggenpohl is sleek 
and versatile. The ALU2000 line has 
extruded-aluminum shelves, self-closing 
drawers, and elegant cabinet hardware. 
The compartmentalized system, with its 
large assortment of accessories, lends 
itself to custom configuration. Finishing 
materials include maple, dolomite, stain- 
less steel, and satin-frosted glass. 
Poggenpohl, 973.812.8900; 


www.poggenpohl-usa.com. 


black magic 


Refined minimalist lines and lush mate- 
rials (white marble, glass, cherry wood 
and wenge finishes) distinguish 
Porcher's Kyomi collection. The Como 
basin pairs with a white marble base and 
any single-control faucet. The set also 
includes a pedestal version of the basin 
table, a free-standing table, and wall- 
mounted solid wood cabinets. Porcher 
by American Standard, 800.524.9797; 


Wwww.americanstandard-us.com. 


—shelley d. hutchins 
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Шы... ЖА”. 

5 REASONSST HE WORLDS BEST 

ARCHITECTS CHOOSE AUTHENTIC 
DURANGO STONE ARE JUST A 


PHONE CALL AWAY. 


WORLD WIDE STONE 
CORPORATION 


WWW.DURAN 


{7 
Porcelanite 
Beautify your space 


Phone: 800.628.6539 
Fax: 800.628.4845 


www.porcelanite.com 
infousa@porcelanite.com 
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COLUMNS, BALUSTRADES & MOULDINGS 


Fiberglass Columns 


Poly/Marble 
Columns & 
Balustrades 


Synthetic Stone 
Balustrades 
& Columns 


Wood Columns 


Cast Stone 
Balustrades 
& Details 
Polyurethane 
Balustrades, 
Mouldings 

& Details 


GFRC Columns 
& Comices 


GRG Columns 
& Details 


біл ОМ 
Makes It ((ULASSIC T 


Call Now For Your 
Custom Quotation 


800-963-3060 


For comprehensive 
product information visit: 


www.MeltonClassics.com ІШІШ 
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Incorporated 


www.residentialarchitect.com 


Circle 403 


2 + АСАУ а. =. OD 
ROSEWOOD FLOORING 
W00D: Asian Rosewood (A.D. 2002) HORSE: 
Reflecting the Tang Dynasty (A.D. 618-907) Both 
portray timeless elegance. We import Asian rose- 
wood flooring...unfinished or factory pre-fin- 
ished. Of great character, extremely hard and 
stable, rosewood may be that something special 
you are seeking. Surprisingly affordable with 
stock readily available. E-mail or phone today for 
information and samples. 


HARAW HOLDINGS LIMITED 
haraw@worldnet.att.net 
1-800-ROWOODS (1-800-769-6637) 


РОР 9|) 
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ENHANCE YOUR HOME... 


ENGINEERED TO BE THE 


MOST ADVANCED, 
MAINTENANCE-FREE 


PVC PORCH RAIL SYSTEM 


AVAILABLE TODAY 


CUSTOM RAIL Features 
Add Beauty and Value to 


Every Home They Touch! 


* Impervious to Insects. 


* Working with Custom Вай is Easy! 
No Special Tools for Assembly. 
* Superior Weatherability. Unaffected by Extreme 


Temperatures. 


“ Traditional Styling without the Problems of. Wood. 


* Designed to Excel. 
• The Highest Quality. 


* 10 Year Limited Warranty. 


* Exceed Boca UBC & SBC requirements 


CUSTOM DECORATIVE MOULDINGS 
P.O. Box F * Greenwood, DE 19950 
TOLL FREE: 1-800-543-0553 е PHONE: 1-302-349-4937 
FAX: 1-302-349-4816 • www.cdm.nanticoke.com/ 
Circle 405 


Finally, 
low-cost. 
protection against 
washing machine 
leaks and floods! 
Designer inspired 
* new construction 
* older homes 

* apartments 

* condominiums 


AMI, inc. 
P.O. Box 1782 
Stanwood, WA 98292 


PHONE 
(360) 629-9269 


FAX 

(360) 629-2838 
ORDER 
1-800-929-9269 
WEB 
www.floodsaver.com 
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Welcome your customers graciously with our 
symphony custom staircases executed in domes- 
tic or imported hardwoods. Full palette of custom 
touches available including handcarving and iron 
balustrades. 


CHADSWORTH'S 1.800.COLUMNS 


ww w.columns.com 800.265.8667 


IDEA BOOK $20. 
Includes Columns Product Portfolio. 


Services include (ADD design drawings, pre-fit 
handrail & job-site delivery. 


Columns Product Portfolio $5. Free brochure. 


800.486.2118 
— i 
k. 


» 
(800) 236-1736 www.mrstair.com 
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277 North Front Street 
Historic Wilmington, North Carolina 28401 


Atlanta * London 
Circle 407 


xiii 


Done 


=АРС\МАУС 


fi @ 
r AWI AMERICAS MASTERCRAFTSMEN 


Only one company builds extraordinarily 
beautiful stairways that meet and exceed AWI 
standards. The possibilities are endless. 
Phone us at (800) 558-5096 or visit our 
Web site for inspiration and information. 
www. arcways.com 


A World of Endless Possibilities 
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The One Step Roof Deck System 


— 
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Railing, Gate and Grille Components 
for 
Stair Railings, Balconies, Windows Coverings, Fences, Gates and so much more 


FREE MASTER CATALOG! 


BEST PRICES.. 


. WIDEST SELECTION... ALL FROM S 


STOCK! 


ARCHITECTURAL PRODUCTS BY OUTWATER 
Call 1-888-772-1400 (Catalog Requests) 
1-800-835-4400 (Sales) * Fax 1-800-835-4403 


www.outwater.com 
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DURZUSJ S TIG N E N 


NEW FIREPLACE DESIGN SOLUTIONS" 
CD FROM CULTURED STONE? 


This interactive program opens up a 
new world of design possibilities. It 
helps you plan, design, draw, estimate 
and present the perfect stone fireplace for 
any application. To find out everything 
that it can do and all the ways it can 
help, call 800-644-4487. 
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discover > BOLECTION' D 


the early american 


OPEN TO THE POSSIBILITIES 


PO Box 21786 Greensboro, NC 27420 
336/851-5208 Fax 336/851-5209 or 888/511-5209 


www.bolectiondoor.com 
Circle 414 
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ИИ = | 300 FIREPLACE MANTELS 
www.royalcorinthian.com 
royalcarinthian&aol.com x 


ПИШИТЕ ИННИИ 


Polymer Stone 


$ 51 ze. SS Я А 
каены E LL 700 DOOR DESIGNS 
* Durable and long-lasting EI ga. 


* For use in both interior 
and exterior applications 


* Wide variety of sizes, 
styles, and finishes 


* Custom orders 


* Engineered and patent- 
ed balustrades system is 
easy to install 


Call 
ооо OF A 
288.205.806 


Fax: 630.876.3098 
Circle 409 


ART == OF FIRE 


FOR INFORMATION: 
Rais & Wirrus Inc. 
23 Hack GREEN ROAD 
Pounp Ripce, NY 10576 


Finely crafted doors in hardwoods, 
iron, beveled and stained glass. Hand 
carved fireplace mantels. interior and 
exterior hardwood shutters in many 
exclusive designs. 


Рноме: 914-764-5679 
Fax: 914-764-0029 
www.raiswittus.com 


REQUEST CATALOG SET: 
600 plus full color pages 
See us at the NAHB Show 


APINE nmm n 
2118 BLAISDELL АМЕ 
MINNEAPOLIS, MINNESOTA 55404-2490 
TELEPHONE (612)871-7071 

Internet: www.pinecrestinc.com 
Email: info@pinecrestinc.com 

Circle 416 
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a 


| | | Т! 
I * Эзо POWER. 2D PRECISION. 
NE | ONE CAD PROGRAM. 


É 


| 


> EASY TO LEARN, EASY TO USE 
» TOTAL INTEGRATION OF 2D AND 3D 


P AUTOMATIC TRACKING OF COSTS 
AND MATERIALS 


For more information on what 
VectorWorks can do for you, call us at 
888-646-4223 or visit us on the web 
at www.VectorWorks.net/CustomHome 


Framing curves has never been so easy. Simply bend Flex-C Trac 
by hand to frame everything from barrel vaults and curved walls to 
columns and wavy ceilings. Flex-C Trac works great with both wood 
and metal stud application. Beautiful curves are just around the Bend. 


i i " 1⁄" " 
Circle 417 Available іп 354", 21", 6" and Angle. 


Vectsr works) 


ARCHITEC! 


Call us at 405.715.1799 or visit us at www.flexc.com 


WHEN QUALITY IS IMPORTANT 
=a PF X me 
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Western Red Cedar 

Alaskan Yellow Cedar 

Douglas Fir 
Redwood 


Decorative Flush 
Style Sprinkler 


Timbers ° Decking P Siding 
Shakes / Shingles ° T & С” CVG 


Po = BEAR CREEK 
E if LUMBER 

(800) 597-7191 fax (509) 997-2040 
WWW.BEARCREEKLUMBER.COM 
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Tyco Fire Products’ TFP1 
combines economy, 
aesthetics, and has a 

coverage area up to 20' x 20'. 


For more information on Tyco Fire Products’ ТЕР 1 
and our full line of residential sprinklers, contact 
TYCO FIRE PRODUCTS 
Phone: (800) 523-6512 ° Fax: (215) 362-5385 


www.tyco-fire.com 
fuco / Flow / Tyco Fire 


Control | Products 
Circle 420 
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Weather Shield Manufacturing, Inc.* 10-11 25,49 800-477-6808, x2702, x1398 www.weathershield.com 
Whirlpool Corporation 2-3,6-7,23 348,361,360,264 800-253-1301,800-422-1230, 800-253-3977 www.insideadvantage.net/www.kitchenaid.com 
Windsor Window Company 61 27 800-887-0111 www.windsorwindows.com 


* Tssue mailed in regional editions. 
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Сургез$. Shouldn't you? 


Kentuck Knob, Chalk Hill, Pennsylvania 
Architect: Frank Lloyd Wright • Year Built: 1953 
Materials: Cypress and native fieldstone 


Photo courtesy of Robert Ruschak 


тадагіпе 5 


architects 
showcase 
section, 
please call | 
Leslie LeGrande 
at 202-736-3486. 


Kentuck Knob glows golden with a cypress exterior. 
Interior spaces are warmed by cypress paneling, 
VERSATILE. cabinetry, built-ins and millwork. 


Lu CYPRESS 


SOUTHERN CYPRESS WWW. сурт essin 2/0. оғ T 


MANUFACTURERS. ASSOCIATION 877-607-SCMA 
Circle no. 44 


Publicity rights to the name Frank Lloyd Wright are owned by the Frank Lloyd Wright 
Foundation, Scottsdale, Arizona USA 85261-4430. Used with permission. 


end quote 


the box rebellion 


habitat '67, montreal, 1967 
moshe safdie, faia 


72 


—тозве safdie 
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^ oshe Safdie was а 25-year- 
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2201 old architecture student at 
McGill University when he designed 
an experimental apartment complex as 
his thesis project. The Canadian gov- 
ernment agreed to build his design as 
part of the 1967 World’s Fair in Mon- 
treal, and so began the development of 
Habitat ”67, a work that landed Safdie 
in the history books. 

The 158-unit community comprises 


354 prefabricated concrete boxes 


stacked in a staggered pattern: A 


© Timothy Hursley 


Modern version of an Italian hill town. For each home, the design incorporates a garden located atop the 
roof of the unit below. Covered walkways weave throughout the project and contribute to the sense of 
community, which was one of Safdie’s primary goals. Some units have been remodeled to combine 
neighboring apartments; 150 households now call the complex home. This year marks the 35th anniversary 


of Safdie’s achievement.—meghan drueding 


www.residentialarchitect.com residential architect / august 2002 


